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Why Should a Shoe Store be (heap Looking and Drab ? 





HE average small shoe store 
is not a thing of beauty, nor 
much of a joy forever. There 
seems to be a standardized pattern 


AINT is Paint and color 
costs no more than drab, 


store must be a thing of cheapness. 

The nearest approach to modern 
ways in shoe stores has been the 
parlor, or living-room style of ar- 


of building, arranging and color- plain shades that dull the rangement. Usually it does fairly 
ing. It is apt to be cheaply con- mind of clerk and customer well. Surely it is better than the 
structed, badly arranged and , . e standardized arrangement of 
painted in dull, drab colors. _ at prrewts at we shelves and seats. But the parlor 

Is there some unseen force that oF tne. Saeryey SNOw, . idea may be overworked and 


directs the man who opens the av- 
erage small shoe store, and causes 
him to use about the worst judg- 





stores look like the 90’s— 
the shoes are up into the 29’s. 


become as standardized as the other. 
First of all, it calls for seats of an 
expensive kind. Overstuffed chairs 
have been worked to death. Divans 








ment in the world? He seems to be 
sold to the idea that because he has 
not much money to work with he must cheapen every- 
thing all along the line. He tells the carpenter, or con- 
tractor, to keep the expense down. Instead of spending 
a few dollars for a real store plan he plans it himself 
or leaves it to some jobbing builder with no idea of a 
shoe store than of a hen coop. Then he calls in the 
painter and tells him to do a good, cheap job of deco- 
rating. 

The result is another shoe store exactly like thousands 
all over the map. You see them in every town and 
village and in many cities. Just stores. No plan, no 
conveniences, no color, nothing bright, cheery or attrac- 
tive. 

Ali around us are new, pretty, charming little homes 
being built that contain a hundred things in the way of 
ideas to copy. Built-in furniture, cosy corners, break- 
fast nooks, book shelves, tiny closets, little conveniences 
that.cost no more, that add but little to the sum total. 
Why can we not borrow some of these ideas for shoe 
stores? Why must we continue to follow the same old 
rules and build atrocities? 

The set idea that a shoe store must be a window, 
some shelves, a few glass cases and some chairs, ought 
to be wiped out. We need some constructive thinking 
for shoe stores. Too long have we followed our noses 
and strung along with the old methods of construction. 
Too long have we sold ourselves the idea that a small 


and ottomans and the like soon lose 
their charm when the upholstery begins to fade. The 
best compromise is wicker furniture and that should be 
of a character that will stand up under wear and tear. 
But the temptation to cheapen things comes in again 
and too often the best intentions are defeated. 

After a few years cheap furnishings begin to yell 
their cheapness. They fade and fall to pieces and fol- 
low the course of all false economy, to the junk heap. 
Why, then, should we be so penny-wise and pound- 
foolish? Why not build substantially and beautifully 
when it really costs so little more? Wood is wood and 
may be worked into pleasing form at the same cost as 
the building of a chicken coop. It requires no more 
effort or time to saw a board on the bias than it does 
to saw it straight across. It takes no more money to 
build in a neat little alcove than to run up a square 
abutment or pilaster of square, hideous shape. 

Coming down to the matter of color, paint is paint 
and color costs no more than drab, plain shades. Is 
there an unwritten law that compels all shelving to be 
painted in dull, unbeautiful shades? Shall we paint the 
walls as we have always done—white, cream, dull 
shades? Why not some real color? This is an age of 
color. American shoes are the most colorful and entic- 
ing things sold in stores today. And most of them are 
in such marked contrast to the stores in which they are 
sold that the eyes are offended by the distinction. 
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ringing 
into the 


eA New Idea for Revitalizing 


W hat will bring the merchant to 
meeting? What will interest 
him for several hours, so that he 
will think his time well spent 
and stand ready to try it again? 
What can be given within a 
meeting to put energy into his 
mind, so that he 1n turn can go 
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Le ee N° attempt to try a new sort of merchant 
cA forum was sponsored by the BooT AND SHOE 
2 ‘RECORDER and put into practical operation 
‘Nov..26.. The shoe merchants in Massachusetts were 
previously informed that a “new sort of association 
meeting was to be attempted.” 

The subjects discussed would be in the nature of a 
forum on fashion in time for next Spring and Summer. 
Then would follow a post-graduate course in the best 
_practices of merchandising as a guide to how to get the 
money. 

The meeting was a noble experiment in merchandis- 
ing practice and may mark the beginning of a new era 
in association work. So.much for the plans. Here are 
the actual results: 

The merchants met, sixty in number, first for an in- 
formal dinner. New faces were noted, some never be- 
fore seen at association meetings. Four of the young 
men. present were sons of merchants, and five of the 
young men at the meeting were graduates of schools of 
business “administration, having completed a regular 
college: course and taken the additional training to per- 
fect themselves for retail shoe merchandising. 
~ When feeding was over, President Wm. H. Walsh 
introduced the guests, and a “seventh inning” wait was 
announced. The men then went into the adjoining 
room, which was laid out as a class room. Windows 
were opened, and the smoke cleared away when the 
Editor of the Boot AND SHOE RECORDER opened the 
session with an announcement of its purpose. 

He pointed out that modern merchandising necessi- 





back to his store and put it into 
his store? 


tated modern methods of teaching and study. The old 
form of meeting, just to hear a mediocre speaker on a 
strange subject was out of the running and that the 
work of the evening would be intensely practical, and 
each man equipped with a note book should jot down 
such ideas and pointers as he may need. 

First consideration was of men’s footwear and its 
merchandising. “Professor” Jesse Adler, chairman of 
the National Styles Committee, made a special trip from 
New York to give, first, an interpretation of the Styles 
Conference, and, second, to apply it to the practical use 
of the business men present. 

The second feature was a complete survey of fashions 
and footwear in an intensely practical manner by 
Madame Hamilton Jeffries. This was illustrated by 
the presentation of the RECORDER’s film in colors entitled 
“Time and Color for Spring and Summer, 1929.” 

Both of these divisions of the evening’s program lead 
up to a post-graduate study of a case at retail. (The 
example is shown boxed on the adjoining page.) This 
practical study co the theory of accounting and 
the actual opinions of men from the school of experi- 
ence combined to make it a noble experiment in asso- 
ciation work. 

There were times when “Doctor” Ernest A. Burrill 
was almost out of the picture, but the competition of 
opinions on the floor was such that a merchant from 
Holyoke challenged the opinions of a merchant from 
Hamilton, and two Boston merchants were in a rough 
and tumble (mentally speaking) on the case involved. 
(Read next week’s issue for the entire “‘case.’’) 
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Jesse F. Adler directed his opening remarks to those 
Shoe men catering to the men’s business. He is father- 
ing a movement that is endeavoring to educate the shoe 
merchants of the country to the need of making the men 
shoe conscious. “In olden times,” said Mr. Adler, “man 
was the warrior and woman the worker. Now man has 
allowed woman to take the lead. If we shoe men should 
get men to realize “Shoes Mark the Man” we would be 
much better off. The thought put across that it is not 
sanitary to wear the same shoes day in and day out, will 
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the Merchant 
Ct ASS ROOM -- 


Associations Tested and Found Practical by the Boot and Shoe Recorder 


may cut into the conservative tan shoe considerably. 

“This is the first time the color card people have 
recognized the men’s part of the retail shoe business. If 
men’s shoes are given proper care in selection, men’s 
shoes will sell in volume. Light weight shoes will sell 
early and so give men a great deal of comfort.” 

The meeting was then thrown open to discussion from 
the floor. 

Marcus McWeeney: “Last season we sold plenty of 
sport shoes because we bought plenty of sport shoes. 





make more pairs of 
shoes sold. 

“For the first time, 
the Men’s Style Com- 
mittee met with the 
officers of the National 
Clothiers and Haber- 
dashers Association. 
The clothing people told 
us they were buying 50 
per cent of their next 
spring fabrics in the 
tan wood shades. This 
means a large percent- 
age of the shoes for 
spring will be tans. 
Don’t buy all the fac- 
tories can make the 
first order. Watch 
close and see if the 
tans are increasing, 
then buy more. Be 
sure to have enough to 
start the season prop- 
erly, but buy only 
enough for immediate 
needs, reordering 
promptly as the sales 
indicate is proper. 

“Sport shoes are now 
being worn with all 
kinds of clothes. Dress 
sport shoes seem to be 
good and will be worn 
with all kinds of colors 
of suits. Watch this 
sport shoe tendency 
carefully, asa big 
swing to sport shoes 


Five Hundred Merchants Tried to Solve These Problems 








CASE STUDY NO. 1—A shoe store which has been 
established for several years showed the following operat- 
ing statement for the past year: 


a nc kmcepeneseenonbene sé $60,000 
Gross profit ........0ceeeeseeeeeeeeees 18,000 30% 
Operating Cd. «cs chencunetsgosis 18,100 

WO WED BOP WORD. 6 cc dbisccccccssevecs 100 loss 


The expense account consisted of rent, $4,000; proprie- 


.tor’s salary, $5,000; pay roll, $5,400; advertising, $1,200; 


miscellaneous, $2,500. at steps would you advise him 
to take to restore his business to profitable operation? 
Answer? 
CASE STUDY NO. 2—The same retailer whose case 


was illustrated in “Case No. 1” showed the following 
financial statement at the close of his last year: 








Total stock ........ $24,000 Total indebtedness.. $3,000 
Accts. receivable.... 3,600 
PES shacihoves 8,000 Capital and surplus. 28,200 
SNE ince 06 vate eawie+ 600 
Total assets ....... Pe MON 6isccves veces $31,200 


He was talking with a merchandising expert to see if 
he could find out what was wrong about his business. 
The man went over his figures and worked out the follow- 
ing summary of his turnover. 

Chil- Miscel- 


Men’s Women’s dren’s laneous Total 
Total sales..$10,000 $34,000 $8,000 $8,000 $60,000 
Cost of sales. 7,000 21,800 5,600 5,600 40,000 
Stock on hand 6,000 12,000 3,500 2,500 24,000 


Further analysis showed that he had $5,000 of really 
out-of-date merchandise, divided as follows: Men’s, $2,000; 
women se $2,000; children’s, $500; miscellaneous, $500. 

If these figures had been submitted to you, how would 
you have criticised them and what recommendations 
would you make? 

Answer? 








Try it, yourself, and see next week’s issue for answers. 


[TURN TO PAGE 68, PLEASE] 


With every third pair 
of shoes sold last sum- 
mer, we sold an extra 
pair of sport shoes. If 
a merchant will pick 
the same last in a dress 
sport shoe that he does 
in a golf shoe, he can 
sell the extra pair very 
easily. Merchants can 
sell 60 per cent tan 
shoes if the salesman 
tries to sell the tan 
first. By fitting a black 
shoe on one foot and a 
tan on the other, a 
great many double 
headers are speedily 
sold.” 

Jesse Adler: — “If 
other shoe merchants 
got behind the sport 
shoes as Brother Mc- 
Weeney does, a good 
many more pairs of 
these good profit mak- 
ing shoes would be 
sold.” Here Mr. Adler 
injected this timely 
warning. “Every indi- 
cation points to a big 
sport year. Sport 
shoes will undoubtedly 
be very good. Buy 
carefully, and reorder 
with care so as not to 
carry any over. More 
stores will carry sport 
shoes this year than 
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1 Tibia 
2 Talus 
Fe 4 Calcanens 
Os navienlare pedis 
-~ 5 Os. caboidenm = - 
~*, 6 Os ecuneiforme IT 
° 7 Os eaneiforme LI 
- 8 Os metatarsale I 
9 Phalanx prima digitorum . 
10 Phalanx secunda digitorum 
11 Phalanx tertia digitorum 
a Articulatio talocruralis 
b Articulationes intertarseae 
¢ Articulatio talocal icularis . 
d Articulatio tarsometatarseae ; 
e Articuldtiones digitorum pedis = 























A new form of anatomical foot-study has been developed in Germany. A high 

speed saw slices a frozen foot, as above, showing a center section of the human 

foot, sliced to nineteen one-thousands of an inch. You can look through it and 
can see, for the first time, the acutat bones, muscles and nerves of the foot 


KNOW ¢he FOOT 


No man can be an expert shoe fitter, unless he understands 
the human foot and its functioning 


tions of the feet the shoe fitter must have a thor- 

ough comprehension of the construction and of the 
functions of the normal foot. Such a knowledge can 
only be gained through concentrated study of medical 
anatomy texts. 

The study of anatomy of the human foot requires 
months and years to absorb in detail the fundamenta: 
principles of the functioning of the foot. Hence, we 
have searched the anatomy books and selected the 
essentials necessary to fit correct shoes correctly. 

It should be understood that anatomy is the science 
that deals with the study of the structures of organized 
bodies. The anatomy of the human foot is the study of 
the structure of the human foot. 

Considering the human foot and its relation to shoe 
fitting we are chiefly interested in the study of the 
bones, the. study of the ligaments and joints, the study 
of the muscles, and to some extent the study of the 
blood vessels and lymphatics; also, the study of the 
nerves. 

Shoe fitters should be interested in the study of 
anatomy in general relationship to the manufacture and 
fitting of footwear, inasmuch as it is impracticable to 
fit shoes to abnormal or normal feet unless the normal 


T i be able to recognize and to fit abnormal condi- 


is known, and equally impossible to recognize either 
condition unless a study is made of the anatomy. 

The foot is composed of twenty-six bones arranged 
skillfully to provide flexibility and gracefulness in the 
many motions of standing, walking, running and danc- 
ing. These twenty-six bones are divided into three 
groups known as the 





TARSUS 7 METATARSUS 5 
Os Calsis Metatarsal I 
Astragalus 
Cuboid Metatarsal II 
Scaphoid Metatarsal III 
External Cuneiform 
Internal Cuneiform Metatarsal IV 
Middle Cuneiform Metatarsal V 


PHALANGES 14 
Proximal I-V 
Medial II-V 
Distal I-V 


Beneath the head of the first metatarsal is found two 
small bones developed in the tendons to increase lever- 
age, and balance of the body structure when standing. 
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The three groups of bones are formed into four sep- 
arate and distinct arches: 


The INNER LONGITUDINAL arch extending from 
the oscalsis to the head of the first metatarsal; 

The OUTER LONGITUDINAL arch extending from 
the oscalsis to the head of the fifth metatarsal; 

The TRANSVERSE arch extending across the foot be- 
tween the cuboid and internal cuneiform bones, 
forming the instep; 

The METATARSAL arch formed by the heads of the 
forward ends of the metatarsal bones extending 
across the ball of the foot between the first and 
fifth metatarsals. 


From its narrowest portion at the heel the foot 
gradually widens until it reaches its broadest point at 
the ball. The foot is a highly specialized organ so 
developed that the body weight is supported upon three 
points of bearing; the base of the heel, the base of the 
fifth metatarsal head, and the base of the first 
metatarsal head. 

The bones of the entire foot and the arches formed 
by the bones are held together at the joints or articula- 
tions by ligaments. Ligaments consist of bands of 
flexible fibrous tissue constructed for the purpose of 
limiting the movements of the joints. By their aid 
the arches of the feet are held in proper alignment. 

On the under side of the foot there are two important 
ligaments known as the long plantar ligament, and the 
short plantar ligament. They extend from the oscalsis 
forward, supporting the arch above. 


N the inner side of the foot there are two important 
ligaments known as the internal ligament, and the 
external calcaneo-scaphoid ligament. Equally important 
is the strong lateral ligament of the ankle joint on the 
outer side. This ligament supports the astragalus and 
allows a slight movement of this bone when weight is 
suddenly placed upon it. 
- Of the remaining number of ligaments in the foot 
the interosseous and the annular ligament are of ex- 
treme importance, the latter binding the muscles and 
tendons at the ankle joint. 
The Plantar Fascia is a dense tissue attached to the 





The jointed framework of the foot, extending forward, 
is three to five fold in character, ending in the toes. 
There are five other irregularly shaped bones closely 
articulated with the heel bones and the astragalus, form- 
ing the “tarsus”; then come the five bones of the 
“metatarsus,” the longest bones in the foot extending 
from the instep forward to the ball of the foot; then 
the fourteen “phalanges” or toe bones—two in the great 
toe and three in each of the others, thus making a 
total of 26 bones in each foot, closely bound by intricate 
ligaments and tendons, and forming a structure which, 
next to the human hand, is the most wonderful piece 
of anatomical structure to be found in nature, in its 
combination of compactness, strength, flexibility and 
power 
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A Foot Map 


Os Calsis 

. Astragalus 

Cuboid 

External Cuneiform 
. Middle Cuneiform 
. Scaphoid 

. Internal Cuneiform 
. Metatarsal V 

. Metatarsal IV 

10. Metatarsal III 

11. Metartarsal II 
12. Metatarsal I 

a. Proximal I-V 

b. Medial I-V 

c. Distal I-V 


SONIA we 


© 





heel extending forward to the heads of the metatarsal 
and first phalanges. 

It is difficult to consider the muscles of the foot 
without considering the muscles of the leg, the leg 
muscles performing the powerful movements of the foot 
while the foot muscles furnish the delicate and graceful 
motions. 

Muscles consist of red fleshy masses of fibre possess- 
ing the power of contraction and expansion. Muscles 
furnish the motive power by which the various motions 
of the leg and foot are developed. Most muscles are 
attached to the bones by their extremities known as 
tendons. Intermixed are nerves, muscles, arteries and 
veins. 

The blood supply furnishes nourishment to the body 
circulating to the parts through large vessels, being 
pumped by the action of the heart. The circulatory 
system consists of arteries, veins and capillaries. The 
arteries carry the blood from the heart to the various 
parts of the body, while the veins through the capillaries 
return the blood to the heart. 

Of the large number of arteries and veins in the leg 
and foot the principal arteries are the internal and 
external plantar arteries with their branches, located 
on the sole of the foot, and the dorsalis pedis artery and 
its branches on the top of the foot. The veins include 
the internal long saphenous, the external short 
saphenous and the venous arch. 

Briefly, we have presented the anatomy of the human 
foot with the hope and expectation that this will lead 
you on to seek still further facts concerning the feet 
you fit. (While you will agree that this information is 
invaluable knowledge for the shoe fitter you will also 
admit that it takes on a most displeasing sound when 
repeated to the customer. No doubt you will be gov- 
erned by this realization.) 

Our mode of living subjects the feet to conditions 
which cause interference with the circulation. These 
conditions include tight, improperly fitted shoes, short 
pointed hosiery, and attendant foot defects. 
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Getting More Shoes Sold Right 






A Noble Experiment 


ERHAPS we are on the very edge of a new 

form of association meeting. Perhaps we have 
arrested the decline of interest in local conventions 
by the development of a new instrument. 

The RECORDER, in cooperation with the Massa- 
chusetts Retail Shoe Merchants’ Association, last 
week in Boston, staged an experimental session, 
combining the best practices from the school of 
experience and advance methods taken from the 
school of business administration. 

Following the dinner the merchants left the ban- 
quet hall and entered a class room and considered 
themselves students for the night. 

Figuratively speaking, they first put on their 
straw hats—and then put themselves into the prob- 
lems of next spring and summer. A timing study 
was first on the schedule, so that every merchant 
present considered those things necessary to his 
business next spring and summer. 

Then followed a consideration of an actual case 
at retail. The merchant’s business was dissected 
and every student merchant in the room partici- 
pated in the class room discussion. 

Such a meeting, unique in its treatment, held all 
attention from 6 o’clock until 10.30 in the evening, 
and it could have been continued. Perhaps this is 


proof that if in convention something of merit is . 


presented, merchants will come and will work col- 
lectively for a common understanding of problems 
in business. 
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At least the RECORDER has started something in 
the nature of a post-graduate course, super-im- 
posed on the invaluable background of the school 
of experience. ; 

When the many merchants present found that the 
case problems were enthusiastically accepted by 
their sons in attendance, there is hope that the shoe 
industry is retaining the keen interest of its fol- 
lowers. 

In this and next week’s issue the fundamentals 
of the RECORDER plan are outlined so any group 
of merchants can try the same method in their own 
association meetings. The real enthusiasm of this 
meeting portrays the hunger, on the part of the 
merchant, for vital information affecting his busi- 
ness. 

The old order of things changes. Let’s go direct 
to the problems within the trade and cut out the 
random speaker who talks on subjects foreign to 
the shoe business. 

When the radio came in it brought the best talent 
in the world over the air. Why, therefore, listen 
to mediocrity ? 

Confine merchants’ meetings to the subjects 
which mean the betterment of merchandising- and 
the betterment of merchants and stores. 


Proportions Plus 


HE educational director of the N. S. R. A. has 

coined the phrase, “A dollar of capital to $4 
of sale is the proper proportion.” Is there too 
much leisure capital at retail? When a charge ac- 
count is over three months old, is it earning its 
way? 

A new line-up of proportions is developing in 
the ratio of salable shoes at the first mark-up, as 
against left overs. Prior to this date a merchant 
anticipated. that about 10 per cent of his stock 
would not sell at its first mark-up price. He stood 
ready to lose money on at least 5 per cent of any 
stock number. 

Today with the sharp differences of demand, is 
the shoe merchant facing a situation where two- 
thirds of the stock sells at regular prices, and one- 
third is off price? 

Women know now-what they want and will not 
be persuaded otherwise. If the merchant hits 
66 2/3 per cent of their wants at a time when they 
want it, is he doing as good as can be expected? 
With one-third of his stock subject to loss from 
the marked price, what is the answer? 

Need a new standard of mark-up be developed. 
The net 35 per cent may need an original offering 
at between 45 and 50 per cent mark-up, based on 
the selling price. 

The old volume game doesn’t operate as well 
as it did. The shoes individually, pair by pair, 
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have got to carry their unit mark-up, and the high- 
er the better. As Alfred W. Donovan has put it, 
“Profit is made only when the goods are sold.” 


Not So New 


HE mechanics of the feet have not changed 

despite the rush of doctors into the field of shoe 
fitting. To listen to some of them one would 
imagine that new principles are the outcome of 
their patents. They pose as discoverers, when the 
fact remains that foot fitting and shoe making 
along orthopedic lines have a long history behind 
them. 

That veteran footologist, Everit Dunbar, states 
that in 1865 orthopedic shoes were patented, advo- 
cating the inside straight line; suspension at three 
points, and supports for both the forepart and in- 
step arch. He has in his possession drawings of 
lasts and shoes that were patented as early as 


BOOT AND SHOE RECORDER 45 


Has Man Retreated 


E’RE not so very far along in the styling of 

men’s shoes, according to Henry E. Hagan, 
veteran shoe man, who spoke right up in meeting 
recently. He had noticed a burst of enthusiasm 
for alligator shoes and remarks on the side line that 
no he-man would wear them. 

He brought to mind the fact that twenty years 
ago it took no real courage for a man. to wear with 
his gray suit and gray hat a smart pair of dark 
gray oxfords. Also, that for a generation gray 
top shoes, with black bottoms, were acceptable 
everywhere. 

On the subject of patterns, he brought out the 
fact that the Yale tie, cut low with three eyelets, 
was a national summer favorite for men; that 
wing tip two eyelet ties were the smart thing once 
upon a time, and it is also within the memory of 
good shoe men that button shoes swept all other 


1860, with these fea- 
tures therein. 

In those days spe- 
cial fittings necessi- 
tated special hand 
shoe making. Today 
our machinery turns 
out these shoes by mil- 
lions. 

Shoe fitting in the 
better grades was then 
remarkably thorough. 
To be a shoe fitter, 
worthy of the name, 
was to have the knack 
of knowing how much 
foot would go into 
such a sized shoe, and 
what could be done by 
the shoe makers in the 
store to improve hu- 
man comfort. 

What this genera- 
tion needs is to super- 
impose upon the mod- 
ern better machine- 
made and better-pro- 
portioned footwear a 
better intelligence at 
the fitting stool, com- 
bining experience and 
“theoretical §knowl- 
edge out of books.” 
This new thorough- 
ness forms the only 
known method for bet- 
ter recompense to 
the shoe fitter and 
profit to the store. 
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The Reason Why 


HEROLD SHOE COMPANY 
San Jose, California 


Back in my boyhood days, when the mails were 
not so full of all sorts of printed matter, I can 
remember the exciting moments when the post- 
man brought the Boot AND SHOE RECORDER to 
my father’s shoe store. 
I can remember how I used to spend so much 
time looking at the “pictures” as they were then. 
Gradually I became interested in the articles, and 
used to discuss them with my father. 
I haven’t any doubt but what the impressions 
received in reading the REcORDER as a boy had a 
great deal to do in moulding out my career as a 
shoeman. 
It is the weekly arrival of the RECORDER today 
that forms the chain tying the present with the 
past, that brings many fond recollections; and it 
would ‘be breaking one of the strongest links of 
that chain to eliminate the ReEcorpER from my 
desk and weekly routine. 
My best regards to you always and all-ways, 
Yours sincerely 


(Signed) CHESTER HEROLD 


* se * 


Chester Herold and the Boot anp SHoE ReE- 
CORDER have both changed a lot since he was a 
boy. He has developed into one of the outstand- 
ing successful shoe merchants of the country. 
The Boot aNnp SHoE Recorper has developed 
into the leading publication in its field. And 
both his success and ours:are based on the de- 
termination to keep not only abreast of the 
times but just a little ahead of them. 
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patterns before them. 

The liberal period in 
men’s shoes was years 
ago. 

Bluchers then sold 
equally well with bals. 
Today bals have the 
edge. A wide variety 
of lasts and heel eleva- 
tions were in every 
man’s stock. 

What has been done 
before in styling can 
be done again. The 
first few attempts in 
the direction of nov- 
elty have been resisted 
not so much by the 
public as by the shoe 
men themselves. 

It is time to be lib- 
eral minded. Take a 
chance on two dozen 
pair, even though they 
are mostly window 
shoes. They cause 
comment in town. 
They bring the young 
man’s eye back to the 
shoe store. 

The average man’s 
shoe store window 
catches the eyes of 
only one man in ten 
who pass by. What 
the men’s shoe busi- 
ness needs is more 
window eye-appeal. 
Let’s have it. 












FIGURED silk vamp and quar- 
ter with gold overlay and front 
strap is seen in this very original yoke 
front slipper 


E have asked four merchants in Paris to express 

their opinions on the footwear mode in the great 

center of fashion, so that merchants over here 
can glean therefrom ideas adaptable to American usage. 
Opinions from practical merchants are of great value, 
because they represent investments of money in foot- 
wear and not the visionary ideas of stylists who have 
no merchandise or money to lose by their opinion. 

Our first interview was with M. and Mme. Ducerf- 
Scavini. They say: “Early spring styles? It is diffi- 
cult to be definite about them yet. You see, we are still 
very much occupied with winter models, and then, you 
know, much depends upon what the grands couturiers 
say. We follow the trend of the dressmakers very 
closely. They are now beginning to show their mid- 
season collections, but these do not tell us much. We 
must wait for the January openings. 

“Nevertheless, we feel that a few points are almost 
certain. Beige, for instance, and navy blue will be 
even more in demand than ever before. As a matter of 
fact, they are becoming fixed. Navy blue combines so 
well with most city costumes and is so flattering that 
women prefer it to black for general wear. 

“As for beige, its delicacy of tone and the fact that it 
seems to fit in so well with the general atmosphere of 
spring accounts for its popularity. 

“Also, the gray-blue that is worn so much this win- 
ter, and very light gray as well as combinations of two 
tones of leather repeating the colors of the dress and 
hat, will be used to a great extent for general wear. 
“As for materials, lizard above everything else, in 





HE double pronged strap is a favor- 


ite Parisian front effect. The T- 
strap front is today the smartest shoe, 
because it emphasizes the frontal arch of 
the foot. Here is a combination of suede 
and lizard, with a piping and strapping 
of kid, which is very original and prac- 

tical in its fitting values 
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i ETALLIC fabrics that may be 
tinted have a place in evening 

dress. This open-shank front is the 
choice of the woman whose dinner frock 
is simple and who expects her footwear to 
interpret the unusual. A metallic kid 
serpent effect on the front strap is very 

original 


tones to match the costume; also, combinations of ante- 
lope and lizard. Beige and brown lizard or brown calf 
are far more recommendable.” 

Our next interview was with John Stockholm, head of 
Walk-Over Shoes in Paris: 

“I do not have to tell you that it is the most difficult 
thing in the world to sell an American shoe in France. 
In fact, if we did not specialize in the guaranteed, per- 
fectly fitted shoe, I am sure we could not sell at all. 
The government puts on 24 per cent ad valorem duty 
on imported shoes, reckoning the cost of the shoe and 
the freight. Besides, a 12 per cent luxury tax is placed 
on the selling price of the shoe. Can we compete'with 
the French product? As I say, our specialization 
saves us.” 


UESTIONED on the subject of colors for the com- 

ing season, Mr. Stockholm expressed the belief that 
blue is coming stronger than ever. In fact, he thinks 
that this color is becoming staple; not only the navy 
blue, but the gray-blue and the lighter blue as well. If 
this prophecy comes true, he goes on to say, he sees the 
return of the gray stocking, because it unquestionably 
harmonizes well with blue. The gray shoe, however, 
will remain unpopular in France, because gray is half- 
mourning in this country and it is therefore difficult to 
make women wear it. Mr. Stockholm finds that he 
never can get rid of gray suede shoes, even when or- 
dered on the strength of good advice. As for buckles, 
their tendency to tear the stockings has been found the 
chief cause of their unpopularity of late. 
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Footwear From Their Practical 


* at Retail 





HE deeper tone of color in the quar- 

ter, with a lighter vamp, is a fea- 

ture combining utility and smartness of 

style for early spring. The use of suede 

and finished calf in this combination is 
smart 


The next interview was with Hellstern, dean of the 
shoe merchants of Paris: 

“For day wear, kid is especially popular now. The 
heels on all shoes are made quite plain, and the shoes 
match pocketbooks. 

“For evening wear, the favored materials are lamé, 
satin and crépe de Chine in rather startling colors, not 
in neutral pastel shades. They are often selected to 
match the belts of the gowns, which are also often 
startling in color. Lizard is used a great deal, espe- 
cially for trimmings.” Mr. Hellstern stated that he 
found crocodile too heavy for shoes. He smiled at the 
fish leather, and said there was only lizard and snake 
skin of all the new leathers which were fine and supple 
enough to be practical. 

“For men there is no novelty, except in golf shoes, 
which are the only shoe in which fantasy is allowed. 
For the rest, men’s shoes must remain strictly conven- 
tional.” 

These predictions were made by M. André Perugia: 

“To begin with, I must admit very frankly that the 
styles which I am launching are an evolution of last 
summer’s mode. For sports wear I recommend a very 
low heel and reptile leather almost exclusively. Even 
my hunting shoes will now be made of reptile skins, 
because I find that it is far more durable and therefore 
more practical.” 





GAIN for afternoon wear, M. Perugia stresses the 
reptile skin, but this time combined with kid in 
many instances. The heel, he says, should be very high, 
but absolutely straight if the shoe is to be the last word 
in smartness according to his definition of the term. In 
addition, he warns against any increased length of line; 
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HE neutral pump in one tone of 

color is improved by the panel on 

the forepart in a different material. The 

designer has introduced a pinking of 

marron which adds life, character and 

color harmony complementing any 
shades in brown of the dress 


the shape of the shoe must tend to make it appear 
smaller than it actually is. (Taken for granted in 
America, but never in France.) 

“For elaborate afternoon footwear I stress the use 
of gold and silver braid on appliqués more than ever,” 
remarks M. Perugia. Nothing gives a richer effect, he 
finds. 


73 ENERALLY speaking, satin and other tissue fab- 

rics will be practically abandoned except when em- 
broidered with the same designs as the gown worn. 
Then the material of the slipper must correspond with 
the dress in order to perfect the ensemble idea, which is 
undoubtedly the keynote of the season and will become 
continuously more important, especially in regard to 
footwear. 

“On the other hand, an even greater variety of skins 
will be employed for evening wear, which will be espe- 
cially tanned for this purpose. They will be either 
pearled or azured. Exception is made, however, of gold 
and silver kid, which I am giving up entirely for every- 
thing except appliqué work. I find that these materials 
are too gaudy for a display of good taste and, besides, 
they become marred too easily.” 

The shape of the evening slipper depends for its suc- 
cess upon a very short vamp and extremely high heels, 
are Perugia’s last words on the evening theme. 

He continues his discussion by considering general 
characteristics. According to him, the shades most 


[TURN TO PAGE 56, PLEASE] 





S blacks are anticipated for Janu- 
ary, February and March, before 
the spring flare of beiges and browns, 
the above pump is a combination of suede 
and black mat kid, and is a good number 
across the board in a variety of materials 
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N Cw. Methods to meet 
N.S. R. A. Gathering 


OR the eighteenth time the National Shoe Re- 

tailers’ Association is to gather in annual conven- 

tion. Progress has been made step by step, from 
a little gathering of a dozen men to a national forum 
under the N. S. R. A. at the Hotel Stevens, Chicago, 
Jan. 7, 8, 9 and 10. Business today must be done on a 
more scientific basis, and so more knowledge of mate- 
rials and merchandising methods is needed. 

President Anthony H. Geuting issues the following 
statement: 

“Shoe manufacturers and tanners now are beginning 
to realize that an industry must be sold to the con- 
sumer, just as an individual pair of shoes must be sold; 
and that the industry must understand and know itself. 
By acquirement of this knowledge only can the industry 
better be sold successfully to the public. 

“The N. S. R. A. inaugurated the principle of an an- 
nual exposition in connection with its annual conven- 
tion. This exposition, in its scope, invites and secures 
the cooperation of every branch of the industry, and 
thus our association is able to give shoe retailers, and 
to the other branches of the industry, an annual review 


And the Serious Minded 


a Liberal Education in. 


Merchandising Principles 


“Were I, personally, able to sell all my shoes, my 
present business would undoubtedly be substantially 
larger. Unfortunately, every executive knows he can- 
not build his organization to his own equal. This same 
principle applies to the United States as a whole. If we 
could make every merchant a hundred per center, the 
factories of this country would not be running at two- 
thirds their capacity, and we would have no problem of 
overproduction or underconsumption. Therefore, the 
better we can educate, through conventions, the retailers 
of this country, the better we are serving the industry 
as a whole and the more prosperous will be tanners, 
manufacturers and retailers. 

“We know there are some big, self-satisfied, success- 


and forecast of the activities 
of our trade, as well as of 
its purposes and, above all, 
to present and direct atten- 
tion to the changing condi- 
tions and interests that take 
place from one year to an- 
other. I maintain that our 
annual convention is the 
cheapest, and yet most im- 
portant, education that can 
be secured to an industry, 
and I am confident that time 
will prove it. 

“It is well known through- 
out the world that the United 
States stands foremost in 
the manufacture of shoes 
and leather.. Then why, with 
the realignment of foreign 
conditions, should we not 
cater to the markets of the 
world in a more energetic 
manner? Why not make 
these annual expositions so 
great an attraction as to se- 
cure world-wide attention? 
Why not build them up as 
an institution similar to the 
Leipzig fur fair in Ger- 
many? In doing so, we not 
alone educate our retailers, 
but attract the buyers of the 
world to our market. 








St. Louis On Its Toes 


By BEVERLY JONES 


President of the St. Louis Shoe Mfrs. and 
Wholesalers’ Association 


St. Louis manufacturers today are fortun- 
ate in the spirit of team work that prevails 
among them; their willingness to work to- 
gether for the best interest of the market as 
a whole. This is not entirely an unselfish 
thing to do but they are shrewd to realize 
that what benefits the St. Louis market is 
dividual to benefit each manufacturer as an in- 

ua 


We . in St. Louis are proud of our in- 
dustry, of the growth that St. Louis has made 
in it, its lofty position today, and what the 
future holds for it, and I want to say that in 
my opinion St. Louis will never forget its 
earliest lesson, which is that of — od 
will it forget the lesson it learned in la 
years of — stylish footwear. It is pone 
these two platforms that St. Louis will con- 
tinue to grow and serve better and better 
the footwear needs of the country. 

The St. Louis Shoe Manufacturers and 
Wholesalers Association is cooperating fully 
with the National Shoe Retailers’ Association 
in their convention Chicago, Jan. 7, 8, 9, 
and 10, but owing to a lack of ‘the 
Stevens Hotel, our lines will be 
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ful business organizations 
that believe that conventions 
are of no help to them, to 
retailers, or to the industry 
as a whole, but we know of 
some large organizations 
which for some reason have 
slipped out of the picture of 
prosperity. On the other 
hand, we all know and have 
seen many small institutions 
guided by studious men who 
get a very real value from 
attending conventions, where 
they observe and come in 
contact with the psychology 
and developments of the in- 
dustry in every detail, pick- 
ing up ideas here and there 
which contribute to. their 
success. 

“For these reasons I urge 
the attendance of all shoe 
retailers ,to. our, Eighteenth 
Annual Convention. I urge 
the officers,of the various 
regional, State, district and 
local retail associations of 
this country to assist in pro- 
moting the attendance of 
their members at our con- 


... vention, and I invite all 
, other shoe retailers to come 
to Chicago, Jan. 7, 8, 9 and 
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10, because of the great advantages they will secure for 
their business. 

“Well has a man said that there is such a thing as 
‘business statesmanship,’ and well do we know that a 
house without vision beyond the pulling of their own 
lasts does not fit in the picture of the future. Show me 
a tanner of leather, or a manufacturer of shoes, or a 
retailer who keeps in touch with the great American 
people and learns of their varying customs and activities 


~ by his attendance at our convention, where he gets first 


hand information from that great body of retailers 
who are intimately in touch with the American people, 
and who seriously and conscientiously studies the mar- 
ket to please the views of his customers, and I will 
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New Conditions 
to Be a Real School 


Merchant Will. Get 'T here 
the Newly Developed 
and Materials’ 


show you an institution, retailing, manufacturing or 
tanning, that is successful and prosperous.” 

A summary of what the merchant can expect at his 
convention follows: 

This annual series of trade conferences and inspec- 
tion of shoe and leather products constitutes in a large 
and practical way, a great report of research by keen 
minds who have taken their findings from the greatest 
laboratory extant—that of practical experience. And 
the reactions reported are those wherein the public it- 
self is the respondent to methods described. 

So to the seriously intentioned retailer of shoes there 
is no question as to the advisability of being present 
in Chicago the week of Jan. 7, for he knows that in 
the event he fails to acquire the firmer grasp and newer 
sense of shoe trade conditions available at the coming 
show that his penalty will be an intensified competition 
from those dealers who were far-sighted enough to ob- 
tain, first-handed, this annual report of the shoe trade’s 
great research department and to apply its findings to 
individual businesses. 

[TURN TO PAGE 56, PLEASE] 





Ballroom of Hotel Stevens, where the style show will be held during the N.S. R. A. 


convention in January 
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Making Pleasures 
Pay Dividends 


OUTH BEND, IND.—An old 

Notre Dame man, who makes his 
Sunday pleasures pay him shoe sales 
dividends throughout the week, runs 
the Walk-Over store. His name is M. 
J. DeCraene. In one respect he is a 
bit odd, for he thinks the men’s shoe 
business is quite all right. Nearly 
half the shoes sold in the store are 
from the men’s side. 

This is not all college trade by 
any means, for a lot of older men are 
buying the old standbys, because they 
know they can always be fitted in 
the same shoe they have always 
bought. On one shoe alone, a black 
calf oxford, more than five hundred 
pairs have been sold so far this year 
and more are on the way. Then, 
also, there are the numerous smart 
in and out styles which appeal only 
to the younger men. 

Before telling of the Sunday 
racket, here are a couple of fast ones 
he puts over. DeCraene is quite a 
bowler, so he organized the Walk- 
Over bowling team. Just to attract 
attention, this team was dolled out 
with green and’ white suspenders, 
green and white neckties and green 
college freshman caps. The sus- 
penders, ties and caps are charged 
to the store’s advertising account. 
And what better advertisement is 
there among the spenders than to 
watch the performance of a good, 
high-grade bowling team? 

I almost forgot to tell how he 
spends his Sunday afternoons. Be- 
ing an Old Grad of Notre Dame and 
being keenly interested in all kinds 
of sports, it is only natural that he 





goes out to the college Sundays to 
take in the various inter-hall games. 
The professors greet him, not so 
much as a man a few years out. of 
college, but with the enthusiasm of 
an old acquaintance. As can be 
readily imagined, this does not go 
unnoticed by the undergraduates, 
with whom he mixes and mingles. 
The result—95 per cent of the male 
trade of this store are called by their 


first names. 
* * * 


Keeping Returns Down 


to a Minimum 


ETROIT, MICH.—Here is one 

way that a buyer of a shoe de- 
partment speeds up his sales and ma- 
terially reduces his returned mer- 
chandise. O. D. Strayer, of the Sie- 
gel store, has all his selling organiza- 
tion go over to the sample room that 
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Style Counts 


Buffalo, N. Y.—J. T. Leader of 
William Eastwood & Sons was 
ber a the problems inci- 


“It 
oe ge a gly Bede 
y marking it down to $9 find a 
— that will crs who. pay $9 it.” 
said. “Customers 
or thereabouts for shoes vil 
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they may see an entire line spread 
there. Each one is requested to tell 
at the next morning’s store meeting 
what was gained’ by the visit. 

The general reaction is always that 
the shoes the store bought are the 
most beautiful ones of the most 
beautiful line in America. 

A tremendous reduction in the 
number of returns was immediately 
noted when this custom was begun, 
for the salespeople were so well sold 
on the product that their enthusiasm 
was transmitted to the customers. 
At store meetings, held twice a week, 
an inquiry is always made, “Have 
you any questions to ask”? and the 
questions these boys and girls do 
ask. There are very few phases of 
the retailing of shoes untouched dur- 
ing these heart-to-heart talks. One 
epigram of Mr. Strayer’s is worth re- 
peating: “As the help turnover goes 
down, the stock turnover goes up.” 


oa .@ 


Saves Time with Hinged 
Carton Covers 


ONDON, ONT.—This isn’t ex- 
actly a new idea; as it-has been 

used for the past twenty-five years 
in the large Cook Shoe Store. We 
might classify it as a tried and 
proved stunt. It was all of twenty- 
five years ago that Mr. Phillip Cook 
conceived the idea of having his car- 
ton covers hinged. Heavy stock 
boxes were being installed at the 
time, so it was not a great deal of 
work to paste a strip of gummed can- 
vas on the top and inner side of the 
covers about three inches from the 
back. Previous to fastening the can- 
vas, the covers had been cut about 
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half through, so as to allow for the 
bending. It takes less than a second 
to remove a shoe from the box. The 
minute the hold is loosened on the 
cover, the cover drops back into 
place. This saves the time of taking 
the cover off and placing it under 
the box—the usual method. Fur- 
thermore, the stock always looks neat 
and in proper order. Every season 
or so, the boxes are re-papered, so 
the walls always have a fresh look. 
A clip in the center of the stock box 
holds the ticket on which the de- 
scription of the shoe appears. These 
tickets are turned into the office as 
the sales are made and so become 
part of the office records. 


ee 


Rewards Help Increase 
Sale of Tan Shoes 


ETROIT, MICH.—Want to 

know why the percentage of 
men’s tan shoe sales is 51 per cent 
in one store and 20 per cent in an- 
other only two blocks away? In the 
former case, the proprietor wants to 
sell more tan shoes, and does it, while 
in the other store the sales are on 
what the customers ask for, even 
though it is known to reduce the 
pairage. 

The 51.percenter is Rex James, of 
the Bostonian shops. His method, 
on the face of it, is the old one of 
P.M.’s and cash prizes. But (read 
slowly now) the boys on the floor 
won’t play if the boss is allowed to 
compete for the prizes, as he trims 
the life out of them when it comes 
to selling. You see, the James meth- 
od is not that of a driver, but a 
leader. 

Of course, tans are displayed, ad- 
vertised, and the entire salesforce 
wears them. In the other store, 
which is complaining about money 
being lost on the Fall tan stock, every 
man seen was wearing black shoes. 

Some months in the James store 
there are no cash prizes, but a couple 
of choice seats are given to the open- 
ing baseball game or to the impor- 
tant football conference games. 
Naturally, the afternoon off is in- 
cluded in the offer. So if that isn’t 
one real, honest-to-goodness worth- 
while idea on how to make a sales- 
force be a salesforce, I don’t know 


what is one. 
* * * 


Selling Slippers All- 
Through the Year 


RAND RAPIDS, MICH.—This 


is a combination O.P.1., picked 
up in three different stores in the 
city. The funny part of it is that I 
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P. M.’s Work Better 
Than Price Cutting 


Lansing, Mich.—In explaining 
why he has only seven pairs of 
shoes that may be classified as 
stickers, Benjamin J. Kasner, of 
Wohl’s department in the Knapp 
store, laid considerable emphasis 
on the workings of his P. M. sys- 
tem. Instead of cutting the price 
of a shoe that needs to be pushed 
out, a 25c. P. M. is first tried. 
If this does not prove to be the 
necessary stimulant, the P. M. is 
increased to 50c. and later to $1 
before the price is cut. On a re- 
cent Saturday, one man made $14 
extra on P. M.’s and the store re- 
ceived full price for the shoes. 

There is a three-way benefit 
coming from this procedure. The 
stock in the store is kept clean 
and active; the salesmen are kept 
satisfied; and the public does not 
get the idea that the store is a-. 
price-cutter. When good liberal 
P. M.’s are placed on a line of 
shoes and from six to ten men 
‘are working on these shoes every 
day, the law of averages says 
that a certain percentage is sure 
to be sold. While this depart- 
ment features the fast numbers, 
and is getting an average of one 
complete stock turn each month, 
less than 2 per cent of the thou- 
sands of pairs of shoes on the 
shelves require a stiff P. M. 











doubt if any one store is aware that 
all are doing about the same thing. 

In Trankla’s, the top of a long, low, 
narrow section of shelving, which 
forms one side of the main aisle, is 
devoted to the showing of men’s and 
women’s slippers. There is one pair 
of every kind carried in the house, 
set out here. To quote Buyer A. E. 
Worm, is practically the same as 
quoting the other two, as he said: 

“Until this year we never carried 
a full line-of slippers through the 
Summer. The sales we have experi- 
enced have astonished us. Our slip- 
per sales for the first nine months of 
this year are twice what they were 
for the entire year of 1927. There 
are two reasons for this: the fact 
that we regularly size up on all 
grades of felt and leather slippers 
each week, and that we provide good 
display facilities. If the salespeople 
know that they can go to the racks 


’ and get any size on any slipper at 


any time, then they have confidence 
in talking slippers to their trade. As 
my people are on a partly commis- 
sion basis, they are interested in 
making as many sales as possible.” 
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To digress from slippers for a mo- 
ment. When Mr. Worm pointed to 
a table of $2.95 women’s shoes across 
the aisle and told how the constant 
displaying of shoes at that price on 
that table kept three girls on the 
jump all the time, he aptly illus- 
trated the difference between the 
department store and the shoe store 
method of selling. Shoe stores ha- 
bitually hide their stock in boxes, 
while department stores find that 
they can sell much more if they dis- 
play it. 

Weiss Bros. have vertical racks 
built close to the shelving on one 
side of their store, on which slippers 
hang. Slippers are kept there con- 
stantly to very good advantage. At 
the Kinney store the salesmen are 
on a straight salary. Even so, their 
slipper sales have doubled through 
the simple method of displaying mer- 
chandise. Even on the hottest days 
of Summer, Manager J. B. Delaney 
says he will sell at least six pairs of 
felt slippers a day. Both he and the 
Weiss store size up just as regularly 
as does Mr. Worm. Perhaps there 
is a real thought here for a good 
many merchants. 


* + 


Selling Shoes by 
Personal Calls 


ETROIT, MICH.—Successfully 

putting over a men’s high 
grade shoe store has diffieulties pe- 
culiar to itself. Manager W. S. Dow- 
ler of the:Edwin Clapp store has 
found that personal contact and ex- 
tra good service are two important 
factors. The type of men that the 
store tries to reach do not always 
read newspaper advertising; neither 
do they always see or read the direct 
mail advertising sent to their desks. 
To get the messages before these 
men, actual personal calls are made 
by all members of the store’s selling 
force on a hand-picked list of first- 
rate prospects. The simple message 
of “I just wanted you to know that 
there is an Edwin Clapp store on 
Washington Boulevard, Detroit,” ac- 
complishes the purpose. 

Before a pair of worn shoes are 
sent out to the customer’s home, they 
are first very carefully polished, new 
laces put in and wrapped in clean 
white tissue paper. This little ser- 
vice, small as it may seem, has 
caused many a big business man to 
take the time to thank the manage- 
ment. 

Parking in city streets has its 
known disadvantages. All customers 
of this store receive a ticket entitling 
them to two hours’ free parking in 
any of the nearby garages. 
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Pictorial map of down-town Philadelphia, showing the location of the Hotel Adelphia where 
Middle Atlantic Association will hold its convention 


Seeking the 


Sources of 


Net Profit 


annual get-together that no dele- 


DOPTING as its basis . . 
Ne ew Typ e (on vention Dis- gate shall leave without having 


the forum style of dis- 


cussion, the committee in ‘ : 
cussion, Planned by -Mid- 


charge of the annual convention 


of the Middle Atlantic Shoe Re- ; ea 
"7 dle Atlantic -Association, 
Will Trace the (Connection 


Between Eve ry Phase of taking space in the convention 


tailers’ Association, to be held in 
the Hotel Adelphia, Philadelphia, 
Jan. 21, 22 and 23, have mapped 
out an unusual program. 

Stated briefly, it is the aim of 


the committee to bring up for dis- Me rchandising and the 


Hoped-for Profit 


cussion, not only every important 
phase of retailing but also to trace 
the connection betweer. each of 
these phases and the net profit of 
the business. 

Too frequently, this committee believes, merchants 
are inclined to lay an over amount of stress on the im- 
portance of careful buying, or of accurate stock and 
sales recording, or of this and that phase of the busi- 
pess in which their particular interest lies. Whereas, 
argues the committee, every phase of the business has 
its own bearing, direct or indirect, on retail profits 
and must be treated, not as a thing apart, but as one 
cog in the machine which grinds out profit for. the 
man who owns the business. 

It is the intention of the men in charge of this big 


acquired an accurate idea of how 
all these cogs must be made to 
work together in order to achieve 
the best result. 

Already forty some manufac- 
turers have evinced their interest 
in this new type of discussion by 


hotel. More than three times that 
number is expected to come in be- 
tween now and the holiday season. 

The attendance of merchants 
will far exceed that at the very 
successful convention held last year at Atlantic City. 

Features other than the open forum discussions in- 
clude the industrial educational shoe salon, which this 
year takes the place of the style show, as well as enter- 
tainment of various kinds. 

Eight floors of the hotel have been reserved, six for 
displays of shoes, leather and allied lines; the ballroom 
for meetings and the roof garden for the entertain- 
ment features. 

In a letter to the membership of the association, 
President George W. Ludebuehl gives the reason for the 
selection of Philadelphia as the convention city. “It is 
[TURN TO PAGE 72, PLEASE] 
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“TIME and Tanning 


Both -Are Beginning to “(lick” to the Industry's Profit 


O branch of the industry 

must look farther ahead 

than the tanner. The rea- 
son is obvious—he must search the 
world for hides and skins that best 
adapt themselves to fashion usage. 
Time and tanning must go hand in 
hand. The tanner is mentally in the 
midst of spring and summer, 1929, 
before the American public has even 
experienced the winter of 1928. 

This explains briefly the real sig- 
nificance of the Shoe Styles Confer- 
ence held in November for the benefit 
of those who would prepare them- 
selves for the business of spring and 
summer, 1929. 

The tanner is fashion-minded, be- 
cause the whims of women influence 
the shades of leather. To anticipate 
what will be in the mind of the smart 
woman next spring and summer six to 
eight months ahead, is the tanner’s 
problem. How well he has done that 
very thing is best evidenced by the 


supremacy of American leathers, as featured at the 
Tanners’ Council display at the Hotel Astor. 

A group of representative tanning houses (and they 
must be so recognized) in friendly rivalry showed to 


By BURT W. RANKIN 





Tanners Council 





Burt W. Rankin, 
Chairman Styles Committee, 


no country of the world is there such 
a showing of leathers, side by side, 
for comparison as to quality, grade 
and price. 

The Tanners’ Council centers its 
final activities in a twice-a-year show- 
ing of its products at the Shoe Styles 
Conference and, in combination with 
the National Shoe Travelers’ Associa- 
tion, National Boot and Shoe Manu- 
facturers’ Association and the 
National Shoe Retailers’ Association, 
anticipates the major movements of 
retailing and promotes and stimulates 
the progress of the entire industry. 


HE old, wasteful method of trial 

and error in tannage have slowly 
but surely come to an end. The more 
costly trial and error, the selection of 
the finished shoes, and their presenta- 
tion to the ultimate customer, is safe- 
guarded by the foresight of industry 
as expressed at the National Shoe 
Styles Conference. 


The planning board of industry, so happily organized, 
achieves these major advantages without disturbing the 
individuality of men who desire distinction of their own 
creations. There is a flexibility and an independence to 


selection that makes foot- 


the rest of the industries 
the best of its products. 
The chemist, the color ex- 
pert and the practical 
handicraft of men who 
know what leather can do 
were combined in this ex- 
hibit. When the leather 
was shown to the mer- 
chant and the manufac- 
turer, the next forward 
step of industry was 
made. Those shoes will 
shortly be carried nation- 
ally to retail stores for 
order acceptance. 

Then in the busy 
months prior to spring, 
the leather comes in for 
its real factory testing. 
The tanner’s mind is still 
with it and continues on 
until the shoes reach the 
store and the ultimate 
consumer. The tanner’s 
obligation is to see that 
each piece of his leather 
fulfills every requirement 
of a peerless product. In 


Freedom Plus Guidance 


“When men in any industry get together for a 
common purpose, that action is most likely to be suc- 
cessful and the greatest good is accomplished when 
it expresses the sentiment of the group, and still 
leaves freedom for the individual to dissent if he 
sees fit. When such organizations fail to accomplish 
legitimate ends, the reason may generally be found 
to have been because of undue insistence upon rigid 
adherence to certain definite manufacturing or mer- 
chandising practices. Then the impulse is to ex- 
press individualism by varying from a conclusion 
which has been forced upon them, rather than ac- 
cepted naturally as sound and logical. 

“No mon can watch from my perspective the prac- 
tical results of common expression for as long a 
period as I have done without realizing the sanity 
of sound individualism and the necessity for free- 
dom of action. Conclusions drawn by inference 
which the individual may reach after listening to 
the presentation of facts are almost invariably 
unanimous. The dissenter who may dissent with 
freedom is harmless. The dissenter who dissents 
to express his resent at fetters is dangerous, and his 
rebellion retards common action for the common 


good.”—Fraser M. Moffat, President Tanners’ ” 


Council. 


wear almost limitless in 
its infinite variety. There 
is, however, that coordina- 
tion of effort that helps 
direct the major energy of 
industry toward profit and 
prestige. 

The value of competi- 
tion above the board, and 
in the same room, insures 
fundamental economies. 
In the mind of the tanner 
there never was a better 
job done than at the re- 
cent Styles Conference. 
It permitted a diversity of 
materials to have their 
Sway next spring and 
summer. The error of 
fastening the minds of 
men to one material and 
one color was avoided. 
In behalf of the tanners 
we wish to express to the 
industry at large our ap- 
preciation and coopera-~ 
tion. 
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It is the intention of the men in charge of this big selection of Philadelphia as the convention city. “It is 
[TURN TO PAGE 72, PLEASE] 
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FEATURE 
MleleLala 


“QOsteo-path-iks Fit the First Day” 
“Foot Fitters Won’t Run Over” 


sai | 


. OSTEO-PATH-IK 

now are made with mor 
Style and Comfort than 
ever. To retail for $6 
and $6.50. Eight styles. 


In Stock. 
Write for Stock Folder. 





























£44 
Pr, 


No. 5583-——-Same in Tan Calf 
‘In Stock. 


The (00% ll Shoe 





Alien Edmonds Shoe Co, 


Belgium, Wisconsin 
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LINES FOR MEN 
One Factory 











“Osteo-path-iks Fit the First Day” 
“Foot Fitters Won’t Run Over” 








Foot Fitters are now in 

regular production, 

made better than ever. 

Twelve Styles in Stock 

for quick delivery. 

Priced to retail at $7.50 
and $8.00 


Write for Stéck Folder. 


















Police Special 


P511—Heavy Black Calf Blu. 
Storm Welt. 2 Full Soles. 


The (00% Goodyear Welt Shoe 





Allen Edmonds Shice Co. 


Belgium, Wisconsin 
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<a Methods #0 meer New Conditions 


[CONTINUED FROM PAGE 49] 


An exhibit, to be displayed in the basement of the 
Stevens Hotel, during convention week, will embrace 
numerous charts showing the advertisements already 
run in popular magazines together with others yet to 
appear, coupled with various window display treatments 
employing the reprints of these advertisements supple- 
mented by the material furnished by the Kenyon agency 
in Boston which is handling this big piece of selling 

_ Certain to benefit every shoe retailer ready to exert a 
little receptivity to the advantages offered. 

Another step in the men’s campaign will be taken by 

* the establishment of an information bureau convenient 
of access, in charge of Mr. Burrill and his associates, 
where individual application may be made for clearer 
understanding of the plan and its application toward the 
success of individual operators. 

And the same intensified study of specialized methods 
and easy disbursement of information will be applied 
to various other phases of shoe retailing. Some of these 
are a continuance of the efforts along such lines initiated 
last year. Many visitors at the Chicago show last 
January will recall with downright gratitude the prac- 
tical helps they were able to apply in their various es- 
tablishments through information obtained at these con- 
tinuous conferences conducted by experienced special- 
ists. 

Retail shoemen should bring the problems of their 
corrective shoe departments to Chicago and spread these 
problems before men in charge of the conference on 
orthopedics capable of supplying invaluable advice based 
on many years of personal experience in servicing suf- 
ferers from foot troubles. 


OMPETENT stylists will conduct their own round 
tables of discussion on merchandising shoes from 


style and color appeal. The importance of this phase - 


of shoe selling has been recognized to a point where it is 
vieing with the need for good fitting, but regrettably the 


rank and file of the craft have not kept abreast of the 


problem in like ratio. It is a time for thinkers in trade; 
for planning one’s work and working one’s plan in this 
matter of shoe styles. Those planning the Chicago show 
have planned to provide proficient style and color prog+ 
nosticators to counsel visiting members of the retailers’ 
national organization. 

Still another conference open to all visiting retailers 
will deal with the conduct of proper accounting and 
stock-keeping records, and here, too, advice will be free- 
ly supplied. The big advantage of such information is 


its ready adaptability freed from academic or theo- 
retical verbiage which so frequently accompanies this 
class of trade information obtained from sources with- 
out the shoe trade. 


SEMI-SURPRISE factor at this year’s show will 

be the utilization of the moving picture projector 
and the silver-screen to interestedly and economically 
conserve the time of retailers visiting the N. S. R. A. 
convention. The “theme” of the presentation is yet in 
the making. It is expected to embrace the progress of 
the work being conducted by the retailers’ association 
and to present the approved and disapproved methods of 
handling customers and other activities of shoe retail- 
ing. The employment of the “movie” at the recent styles 
conference at Hotel Astor, New York City, elicited 
warm praise from manufacturers and retailers high in 
these branches of the shoe field, and the Chicago pres- 
entation will enable thousands to participate in this ad- 
vantage, where the New York “release” was restricted 
to a few. 

Entertainment and other pleasures are essential requi- 
sites to well balanced careers, but many of the “playfel- 
lows” of previous association gatherings are being sup- 
planted by the more serious minded, better balanced 

“students of the game” who visit trade conventions with 
a declared. purpose wherein they persist in acquiring 
the outstanding benefits which the occasion provides. 
Briefly, they are “listeners” at this annual report of the 
shoe trade’s gréat research committee. 

And there are two “first-steps” which these serious 
minded retailers of shoes are taking at this time—four 
weeks' before the first convention session is called to 
order... One is to make their hotel reservations now. 


Step two, is to bear in mind that all the passenger asso- 


ciations of the country have granted one and one-half 
rates to the coming convention and to remember that 


“when transportation is purchased inquiry should be 
“made concerning the dates of departure which will ad- 
mit of these reduced rates being effective, and, lastly, 


that it is up to the buyer, not the ticket seller, to men- 
tion the little matter of the one-way certificate to be 


~issued with the traveler’s ticket and which when vali- 


dated at Chicago will enable the owner to return home 


. by identically the samie route previously traveled at half 


the cost for the return trip which the buyer paid for his 
railway fare to Chicago. 

The shoe merchant determined to have the “know 
how” will be at Chicago. 





Jour Merchants in Paris 


[CONTINUED FROM PAGE 47] 


favored will be mahogany for the morning, dark beige 
and dark gray for afternoon, pure gray being completely 

vevermigg, the color of the shoe should be the 
same as.#H@ Rg@siery worn; that is, flesh or pinkish 







beige. 
Apropos of M. Perugia stresses the fact that the 
colors of »shoes and stockings should harmonize, no 


matter the shade of the dress may be. But the 
trimming Of the shoe should match the trimming of the 
dress. “Which does not follow that these garnitures 


should be assorted in color if the dress happens to be 
trimmed in many colors. They must simply carry out 
the predominant color appearing in the trimming of the 
dress. I consider it a considerable lack of good taste to 
try to wear the same color shoes and stockings as dress 
and hat. In fact, it is impossible, because one cannot 
procure stockings of exactly the same shade as the 
dress. Thus, if a woman insists upon attempting this, 
she simply succeeds in obtaining an unpleasant clashing 
between dress, foot and leg.” 
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Fimely Publicity eYells 
7 Over-e) hoes 


IMELY publicity is the secret of successful galosh 
selling. The Northwest believes in being prepared 
for the snow storms that are likely to arrive any 
time from October to May, and so many retail estab- 
lishments in that section of the country use liberal news- 
paper space to tell the public that they have protective 
rubber-wear to meet the emergency. 
Schunemans and Mannheimers of Saint Paul’s 
for Order” ad. was written for a 16-in. four-column 


wide display, and in its 128 
inches of space attractively 
sets forth the facts about its 
men’s, women’s, and chil- 
dren’s overshoes. Schuen- 
mans and Mannheimers talk 
about the style features, as 
well as the comfortable char- 
acteristics, of their over- 
shoes. The completeness of 
stock—“The largest assort- 
ment of styles and sizes in 
Saint Paul,” is another 
strong selling point made by 
the advertisers. “Mail orders 
filled promptly” is still an- 
other phrase which is used 
by them resultfully. The 
prices in this ad. are inter- 
esting—they are not cut, but 
are based on a fair profit, on 
the theory that “When there 
should be a real demand, 
there is no need to offer bar- 
gain sale reductions in order 
to sell merchandise.” Winter 
time is the period of the year 
when rubber-wear should sell 
at a good profit. The better 
prices the merchant gets, the 
more money he will have 
with which to buy his spring 
and summer shoe stocks. 


E of the most import- 

ant factors in the distri- 
bution of more pairs of over- 
shoes to the public at the 
right price is good salesman- 
ship. And under the caption 
of “good salesmanship,” the 
first requisite is experience 
in handling rubber goods. 
Too many mismates, and re- 
sultant returns, take place, 
simply and solely because 


For instance, 
“Hold 





Schunemans and Mannheimers 


6th a Woboshe “CE dar 0000 Semt Pout 


a" on the 7 as . here! 











Warmth and ‘ates to boot 
in these new galoshes 


Gone are the days of winter warmth minus smartness! This season one can 
wear cozy overshoes that are ai the same time warmly colored! In new 
shades to match costumes—Miocha Bisque, Spanish b->. =, —2de beige, rust, 
green or mottled gray. Truly tailored, too in tweeds and jersey cloth. We 
have the largest assortment of styles and sizes in Saunt Paul! 


- enasses” 
Rubbers! | ccact appen 
ica” pom dee BY Sale 
 ~ tell "si. 5 er «$3.75 oat bo $ 
Sem 40 10Y;... 93.50 








2—women's 
Goodrich shower boot 


OF crepe redoee wrath bebe 
ctw black brews ww 
ene ae ° 4 


‘3, We. 

TB | cadctemreee 
$150 | Shem 
at. $1 

yar $1.10 rap 





4- buckle saad Goodyear Glove, a’ 
Women's . » « $3 Men's 6to 12 
Misses’ 14 to 2-> . =~ . $275 Boys’ 2406 . 
Children's 4to 10% . . $250 Youths’ I! to 2 


Men’s and boys’ Goodrich zippers 














Lido g5 50) taka, 5 
aa $5 kiehomin $4.50 
$4.25 eae $3.75 


A complete ioe of feed covering for men, women, 
boys, and girls.. Mail orders filled promptly. 
See te ee 


says—“I’ll take these.” 














salesmen assigned to the rubber stock do not under- 
stand rubber-wear stock-keeping. 
give the customer two rights or two lefts, especially 
after she has picked them up from the display table, and 
It is easy enough to return 
mismates to the carton after the day’s rush. A retail 
salesman in a big city relates that he has seen as many 
as twelve mismates in a big box kept for the purpose 
at the end of a busy day when “extras” were on the job 


It is easy enough to 


to assist the regulars. 


GOOD subject to talk 

about in presenting 
galoshes to the public is the 
subject of linings. For in- 
stance—“A tan lining to pre- 
vent the soiling of stock- 
ing—”’ or— “Linings that 
will not crock—” or—‘Fast- 
color linings—” or, again— 
“Light linings,” are all good 
galosh selling advertising 
copy. Qne of the big rubber 
companies recently inserted 
a full page in the rotograv- 
ure section of the New York 
Times to advertise a high- 
style in one line of its over- 
shoes. Among the six fea- 
tures stressed was “Fast 
color linings.” The ad fur- 
ther stated that “these over- 
shoes will not leave any 
marks on even your sheerest 
evening stockings, when you 
slip on the overshoes before 
faring forth for a taxi.” 


about which to profit- 
ably “chat” in galosh 
publicity. A big rubber 
footwear manufacturer is 
featuring pumpkin shades in 
his galosh linings. These 
pumpkin shade linings, light 
in color, range from a pinky 
pumpkin to a deep yellow, 
and are chosen for their 
daintiness, and for their 
pleasing color contrasts with 
the overshoe’s upper; they 
are developed in a fast-color 
fabric and are easily wash- 
able. 


CC OLOR is another subject 
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dress. “Which does not follow that these garnitures 





— Ee Ow OOS el 


BOOT AND SHOE RECORDER 





between dress, foot and leg.” _ 


December 8, 1928 


e are ready to take on 


a Man 


as enthusiastic as 


H. F. Jorgenson 


IGHT YEARS of de- 

partment store experi- 
ence gave this young man a 
valuable start with the J. C. 
Penney Co. organization. But 
he started for an ordinary 
salary in spite of that, know- 
ing that his reward depended 
only on himself. 










He could see success ahead, 
the managership of a pros- 









He made an actual sacrifice to join the 
J. C. Penney Company organization. 
* Read how that sacrifice has repaid him! 





perous J. C. Penney store, a 
real standing in the commu- 


nity, and financial rewards For the many new stores we are opening, we need good men to train for the 


impossible to attain on a regu- 
lar salary basis. 

We taught him how J. C. Penney Co. 
principles made for success. How to sell 
according to Penney Co. methods, how 
to buy, to keep stock, to win a reputation 
for giving greater values, to act according 
to J. C. Penney Co.’s “Golden Rule.” It 
all meant hard work, but H. F. Jorgenson 
was equal to the task. He persevered un- 
til his golden opportunity arrived. 

As a manager he made a substantial 
and secure living, but that wasn’t all. Two 
other sources of income were his: A gen- 
erous share in the profits of his store, and 
eligibility for J. C. Penney Co. stock. 
Now he is rated one of the most success- 
ful men in the community. 





responsibility of managership. 


our worth . . . to build a safe future.”” Does 
this mean you? Will you be one of the 
fortunate ones? 

Write us at once, if you have had ex- 
perience in the men’s clothing business, 
or shoes or dry goods. And if as well, you 
are between the ages.of 21 and 35, if you 
are well educated, in good health, and 
always live cleanly. 

If you can honestly claim these attrib- 
utes and qualifications, you may prove 
exactly the man we are seeking. Others 
have built big careers with J. C. Penney 
Company. Will you? 

If you have the stuff in you and can work 
hard for a truly be fran. write our near- 


He wanted more than 

a salary. Read his own 

story—it gives a valuable 
hint to young men: 


“T had spent eight years in de- 
partment stores when it dawned 
on me that I would not get very 
far in the future if I continued on 
a salary job, and it was up to me 
to get into something where I 
could build for the future. 

“What attracted me to the J. C. 
Penney Co. was the fact that they 
were offering young men an oppor- 
tunity to learn to be a successful 
merchant, if he was willing to 
work, and then when he proved 
his ability he was to share in the 
profits of the business. 

- “The J. C. Penney Co. gives us 
an opportunity to increase our 


: yr Mr. 3 “ Penner Room ee, worth to the community in which 
Can You See Success Ahead of 330 West 34th Street, New York, N. Y.; oe we live, by the service and the 
You in 10 Years’ Time? Attention Mr. E. M. De Moss, Room 1051-D, values we give, and to our families 
1010 Pine Street, St. Louis, Mo.; or Atten- by building a safe future.” 
Mr. Jorgenson says, ““The J. C. Penney tion Mr. Wm. H. Dayton, Room 1323-D3, H. F. Joncenson, 
1324 Russ Building, San Francisco, Calif. Aberdeen, S. D. 


Co. gives us an opportunity to increase 
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RED HALEY has petpetly | boon 
appointed to represent the Morris 

Brothers Shoe Com . Mr. Haley uarters in Los Angeles. 
will beh i in Cali- . 
rnia and Nevada. dquarters tional officers who at- 
of thoes two men will Be ob 448 Pacts” AA oie coon 7 weno 
Building, San Francisco. 


Who’s 
Who 
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on the 


elling hoes Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 





Sell Quality, Not Price 


(From interview with Fred W. Moritz, General Sales 
Manager for Harsh & Chapline Shoe Co., Milwaukee, 
after recent country-wide trip.) 


“The independent retail merchant will remain in busi- 
ness if he gives a full dollar of value to his customer. 
Building good will requires work, but it pays in the long 
run. 


“It is interesting when in shoe stores to study the way 
retail shoe merchants and their sales people handle cus- 
tomers. Sometimes a customer will ask for a shoe at alow 
price. The line of least resistance on the part of the sales- 
man is to sell the customer a pair of shoes at just the price 
he mentions. More profitably would the retail merchant 
operate if he instructed his salesmen to take the time and 
effort to demonstrate to the customer the advisability of 


- paying a little more than the price originally considered. 


“Getting the customer's feet into higher-grade shoes 
insures to the customer a better shoe service. Increased 
service means increased good will toward the store whose 
personnel -took the time to sell the customer on quality 
instead of price. 

“The situation resolves itself into working on a pros- 
pective customer to convince him that the purchasing of 
better grades are more economical than price footwear. 

“Selling better grades builds a customer list. Buying 
on price, only, puts an otherwise good customer into the 
‘floater’ class without a shoe store home.” 











Co. Mr. Farrell will be in his new ter- 
ritory the first of December with head- 


tended the annual dinner of the 
Massachusetts Retail Shoe Merchants’ 





OHN FARRELL, who has been a 
sales ee of the Riley 

. Co., of Columbus, for almost 

fifteen years has been transferred to 
the West Coast and will re nt th 


Riley company in Califo Oregon, 
Washi 


ngton, Utah and Idaho. Although 
Mr. Farrell, as his name might indi- 
cate, is not the famous champion, he 
holds the title of champion golfer of 
the sales representatives of his com- 


. pany, and is one of the champions in 


the sales organization of the Riley Shoe 


Association held recently at the Hotel 
Statler, Boston, was Secretary T. A. 
Delany. President Homer Beals re- 
ceived an invitation but was unable to 
attend, as his duties kept him in his 
territory. 





fy BNEST BAIN EY, in charge of the 
production and sales of the F. M. 
Hoyt Shoe Cé.’s women’s lines, most 
ably headed the Governor-elect Charles 
Ww. “ihe | Committee in Manchester, 
N. H. ajor Francis M. Murphy, of 
the J. F. McElwain Co. of Nashua, 
N. H., was also most active. 





RT NAFTZ- 

GER, with 
headquarters at 
the Gowman 
Hotel, Seattle, 
Wash., succeeds 
the late Newt 
Violette in the 
Pacific North- 
west, for the 
Alfred J. Sweet 
Co.’s branch of 
the United States 
Shoe Co. Mr. 
Naftzger former- Art Naftsger 
ly carried the 
Holters and Imperial lines of the 
United States Shoe Co. Mr. Naftzger 
is one of the hustlers of the Pacific 
Coast, and is a thorough shoe man. 
He knows the North Country, from 
start to finish, and has a large fol- 
lowing among the retail shoe mer- 
chants. 








EON L. FORBSTEIN, brother of I. 

Forbstein, buyer at the Outlet Co., 
Providence, was recently appointed as 
a member of the Hamilton-Brown Shoe 
Co. salesforce and will travel in Cen- 
tral New York. Mr. Fornstein for- 
merly traveled Connecticut for the 
Hood Rubber Co. 





E? MILES, who formerly repre- 

sented the Brown Shoe Co. in sec- 

tions of New England, is now doing 

special sales work in New England for 
e Hamilton-Brown Shoe Co. 





‘TSE Chicago Shoe Travelers’ Asso- 
ciation has recently issued a new 
“Blue Book,” an attractive brochure in 
small memorandum book size, embossed 
in gold letters. This contains the 
names of the officers and board of gov- 
ernors, as follows: Sam G. Solomon, 
—— 45 S. Wells Street; Harry I. 

trandhagen, vice-president, 4543 N. 
Hamilton Avenue, Chicago; Charles L. 
Heilbrun, secretary-treasurer, 45 S. 
Wells Street, Chicago. Board of gov- 
ernors: Martin W. Spencer, John F. 
Walsh, Dave A. Marks, T. D. Collins, 
E. E. Hessler and Thomas H. Knox. A 
list of past presidents and affiliated as- 
sociations is given; a page telling about 
the $1,000 life insurance benefit fea- 
ture; a list of members with their ad- 
dresses; a page for memos, and a page 
“What We Have Done and Are Doing.” 
A plea for new members is made. 





AY W. ANDERSON covers the 
smaller cities in California for the 
Marathon Shoe Co. 
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This single unit lace gives no trouble to the wearer 
—there is no metal tip to come off and leave frayed 
ends which resist the eyelet-—the Matson Tip is part 
of the braid. It is the only real fabric tip made. Tip 


and lace are a harmonious whole, of one color. 


The Matson Tip is graduated so 
that it slides easily through the 
smallest eyelet. There is neither 
shoulder nor rough edges to catch 


and pull, causing annoyance. 


The shoe gains added smart- 
ness as well as utility when 


equipped with this lace. 





Request Matson Tip Laces 
on your orders—and stock 
them in your findings sec- 
tion. They pay both ways. 


Distributors 


Mr. Ropert Baxze 
366 Fifth Ave., New York, N. Y. 
Brooxs & Co. 
32 South St., Boston, 


Hucuss Fawoerrt, Ino. 
5 Franklin St., New York, N.Y. 
Lainc, Hamrar & CHAMBERLIN, 


NO. 

43 North 3rd St., Philadelphia, Pa. 
Joun Lawerm & Sons 

615 So. Franklin St., Chicago, Ml. 





NaTionaL Fasrio & FInisHine 
210 South St., Boston, Mass. 


oe te a bed Pe ele ee eas 





~~ -hUe~a-n ee 






SuHote Lace Company Lp. 
610 MANTON AVENUE é PROVIDENCE, R. 1. 
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( moace AFTEL still represents the 
Roth Shoe Company, covering 
Southern territory for this Cincinnati 
concern. The re report in connection with 
Mr. Aftel’s wife’s death, stating that he 
Fonsi. 7 represented Roth, was a 

ical error and should not 
=. included the word “formerly.” Mr. 
Aftel will be on the road again shortly 
with the Roth spring line. 





P aroseacd S. BARTON, Kansas City 

a for the Washington 
Shoe Co. of Lynn, Mass., died on Nov. 
27 at his home in that city. Mr. Barton 
was 58 years old. He had represented 
the Washi m Shoe Co. for the past 
six years, but prior to that the Mc- 
Elwain-Barton of Kansas City. 
Prior to the latter connection, he was 
one of the Barton Bros., shoe whole- 
salers of Kansas City. Mr. Barton was 
a member of the Central Association of 
Shoe Travelers, a branch of the Na- 
tional Shoe Travelers’ Association, and 
a participator in the $1,000 group life 
insurance feature of this organization. 
He leaves a wife, Pear] Lee Barton. 





MONG the new arrivals in the Re- 
public Building, oy are H. J. 
Kline, — represents the Empire Spe- 


cialty Co enry Adler, who repre- 
sents the "Brockton S Shoe ‘Co., and Mr. 
Frazier, representing Dunn & Me- 


Carthy. 





MONG the new members of the In- 

diana Shoe Travelers’ Association 
are Ed. H. Hunter of Bowling Green, 
Ohio, who represents the W. B. Coon 
Co.; E. H. Watson, Warsaw, Ind., with 
Hamilton-Brown Shoe Co.; A. F, Mc- 
Cord of Indianapolis, with Stephen 
Putney Shoe Co. of Richmond, Va.; 
Richard Masters, Indianapolis, with 
Dunn & McCarthy, in Kentucky terri- 
tory; James H. Price of LaFayette, 
Ind., with International Shoe Co.; I. G. 
Nagel, Indianapolis, with the F. Mayer 
Shoe Co., Milwaukee. 





[= W. COBB, of Colorado Springs, 
Colo., representative of the Peters 
branch of the International Shoe Co., 
is the first salesman to enroll as a 
member of the Mile-High Flying Club 
of Denver, who anticipates covering 
his territory in the Rocky Mountain 
region by airplane. Mr. Cobb has 
completed his first four hours in the 
air in a Travelair plane under the 
instruction of Lieutenant Ralph K. 
Hall. Lieutenant Hall reports that 
Salesman Cobb will soon a full- 


fledged flyer. 


HE Columbus Godman Shoe Co., 
which distributes the Godman 
roducts in the North, East and New 
England, recently announced the list 
of its salesmen which left for their 
territories recently, carrying the 
spring line of shoes from the eleven 





units distributing the Godman ae 9 
uct: A. Adams, bya ag 

Allison, New York; S. E. Behrman, 
Virginia; S. E. Ber New Jersey; 
Sam Brown, Kentucky; I. H. Cohen, 
New York City; W. ” Cullen, Penn- 
sylvania; C. J. re roger Cc. M. 
Emerson, ef J. Ohio 
and Kentucky; ennsyl- 


vania; H. Gy ela ‘Tllinois and Wis- 
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A Quick Hop 


J. N. Bogoff, who represents 
the F. M. Hoyt Shoe Co.’s wo- 
men’s line in the Middle West, 
also in charge of the F. M. Hoyt 
Shoe Co.’s women’s department, 
Western Division; Simon Wax, 
vice-president and sales director 
of the Best-Ever Slipper Co. of 
Brooklyn; and Samuel A. Wax, 
sales manager Western Division 
of the National Felt Slipper Co. of 
Worcester, found that it was nec- 
essary for them to make a quick 
hop from Chicago to New York, 
with visits to Cleveland and Ak- 
ron, en route. Reservations were 
accordingly made with the Uni- 
versal Aviation Corporation, op- 
erating between Chicago and 
Cleveland, and other points North 
and South. The plane left Chi- 
cago from the Municipal Airport, 
Chicago, at eight o'clock on a 
Wednesday oc yt arriving in 
Cleveland at 11:45 A. M. They 
left Akron by ~ aly on the same 
night and were in New York at 
the opening of business on Thurs- 
day morning. Messrs. Bogoff, Si- 
mon and Samuel Wax make their 
headquarters in the Republic 
Building, Chicago. 











consin; C. A. Gronseth, Michigan; Ed. 
Funnerson, Michigan; E. E. Hessler, 
Illinois; H. M. Hedden, Connecticut 
and Rhode Island; R. F. Hudson, Ken- 
tucky; F. H. Johnston, New York; C. 
F. Klauss, Kentucky; A. Knierim, 
Ohio; E. L. Koty, Virginia; H. T. 
Lutz, Michigan and Wisconsin; A. B. 
McCarter, Pennsylvania; W. H. Mc- 
Carter, New Jersey; P. D. McClure, 
Delaware, ag ors and Virginia; S. 
H. — og, est Virginia; E. A. 
O’Rourke, Pennsylvania; F. E. Pa- 
turzo, New York; H. F. Peters, Ohio; 
W. J. Pollard, Pennsylvania; F. L. 
Regan, District of Columbia, Mary- 
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land, Virginia and West Virginia; W. 
R. Saxton, Ohio and West Virginia; 
M. H. Shapiro, Illinois; A. W. Shissler, 
Pennsylvania; C. H. "Shoop, Illinois ; 
D. A. —— Pennsylvania; L. H. Von 
Aschen, Indiana; W. J alsh, Massa- 
chusetts; H. Wise, Michiven’ ws & 
Wood, Maine, New Hampshire and 
Vermont; N. Zentler, Pennsylvania 
and F. Schmelz, Indiana.—UTPS. 





HEN Harvey Sweyer, retail shoe 

merchant of Circleville, Ohio, 
learned that the Western Ohio territory 
for “Lion Brand” shoes was open, he 
took immediate steps to return to the 
road after conducting his Circleville 
store for some ten years, during which 
he specialized on “Lion Brand” shoes 
for men. In his own words, “my con- 
fidence in this line of shoes has never 
switched.” 





EORGE W. HARRIS of Chicago 

recently returned home from a 
week at the Cincinnati headquarters of 
the United States Shoe Co., for the 
purpose of designing next season’s 
samples for the Flexridge division of 
the big Cincinnati organization. He 
was assisted in this style work by Joe 
Schmidt of New York and Fred Yates 
of Ohio. 





VERITT E. SMITH of Brockton, 

Mass., formerly of the Walk-Over 
Retail Room, has been added to the 
road selling force, and is at present 
with Harry Hough on an educational 
trip. Mr. Smith has been employed in 
the retail room for nearly five years. 
Prior to leaving he was tendered a ban- 
uet by the members of the Boosters’ 
Club where he was presented with a 
Norwegian calf traveling bag which 
was given him by his associates in the 
Department Six Building. 





“Conrentrate your energy, your 
thought and your capital. Once you 
have started along a certain line, decide 
to follow it to the end.”—Andrew Car- 
negie. 














Here are Simon B. Wax, vice-president and Mid-Western sales man- 
ager of the Best-Ever Slipper Co., Inc., and Samuel A. Waz, brother 
to Simon, “snapped” beside the airplane in which they winged their 


way from Chica; 
then hopped o 


morning after an over-night “hop.” 
trip that they plan to use this means of trans nsportation extensively in 
“Time means money, 


the future. 


t 
\ 


o to Cleveland in three and three-quarter hours—and 
for Akron; they arrived in New York in the early 


So enthused were they over the 


say they 





} 
{ 





In the following Widths and 
Sizes: 











BOOT AND SHOE RECORDER December 8, 1928 


Exclusive features that 
sell it and keep it sold! 


Here's a shoe upon which 
dealers are building both rep- 
utation and profit. Fits like 
a glove; wears very well and 


and AA/B in sizes 7 ain't 12, Ba “ ety most sensitive feet. 


Oe 
4/9, 4 C/E and E/EEE in 


In Black Kid 
In Brown Kid Shoes be dcccecoesveee 


AAAAAAAAA 


4444444444444 444445 


444444444 


[IN STOCK FOR IMMEDIATE SHIPMENT} 


The Herold-Bertsch Shoe Co. 
GRAND RAPIDS, MICHIGAN 


brings genuine comfort to the 











BAAAAAAAA 


N THE MODERN MANNER?” is the 50 page fixture, window and shoe store 


interior book by Goodwin—written to help every merchant stimulate his 


wuevuvvys selling. 


It’s full of ideas for your business—and is absolutely free at your request. 
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Bringing the 
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erchant 


i 11} Beet), 


into the (,LASS “ROOM 


[CONTINUED FROM PAGE 42] 


last on account of last season’s big unfilled demand. If 
the sport shoes, both dress and participating, are bought 
right an dmerchandised right, it is possible to make 
money through handling them.” 

I. B. Howe questioned, “Are heels a positive part in 
styling men’s shoes for spring?” 

Jesse Adler: “Each store should study one’s own 
trade. Heels are still around the 8/8 mark but will 
vary in the several stores, even in the same town. All 
stores should have plenty of staples with sufficient 
novelties to pep up the selling. Don’t go out, however, 
and load up with novelties even if strong reports come 
in that other stores are selling them freely.” 

T. A. Delaney shot this query. “Why not have sport 
. shoes made on the same last as regular shoes?” 

Jesse Adler: “The way shoes are made in this coun- 
try, most any shoe will fit any normal foot, if the proper 
size is given the customer. It is much better from a 
customer’s health point of view, and from a store’s 
volume point of view, to feed one’s customers with a 
variety of lasts.” 

Henry E. Hagan tried to pick a fight with the speaker 
when he said, “As I look over the men’s shoe windows, 
there seems to be a decided disposition of all stores to 
make their windows look alike. These same stores do 
not pursue the same policy in their women’s shoes. If 
men like gray suits and gray hats, why not gray shoes? 
Is there any possible chance of introducing gray shoes? 
What about the three eyelet suede shoes with their wing 
tips that were so popular only a few years ago? I grant 
a certain percentage of the men’s business is, and must 
be, of the staple variety. We admit the need of extra 
pairage but must have different shoes to accomplish 
this.” 


ESSE ADLER: “You can’t fight with me on that, 
Brother Hagan. I have a pair of suede shoes in my 
bag upstairs. To put gray suedes and alligators across, 
the merchant must dramatize the shoe to be sold. Just 
buying shoes and putting them in the window will never 
sell them in any quantity. I am selling suedes right at 
this moment, brown suedes trimmed with lizard and 
some trimmed with alligator. These shoes have not 
reached volume proportions yet, but they may by next 
spring. No reason why a store cannot sell a particular 
style. If they get behind it whole-heartedly, they can 
make a go of it. To make men smart dressers, it is 
necessary to start with their feet and dress them up. 
At the merchants’ meeting Madame Jeffries said: 
“While the present program of shoes will carry through 
Easter I expect a flare of blacks in February in the 
north and eastern sections, and the dark browns to still 
register at Easter. The adopted colors, including a 
range from lido sand to deep brown, toned perfectly 
with the colors chosen by the manufacturers.” 
It was expressed by Madame Jeffries that the 


printed silk dress would be in volume production this 
season but because of the coloring and boldness of the 
blends the high colored shoe would not feature heavily 
for town wear. Again she cautioned that many prints 
were placed on dark backgrounds which naturally spells 
patent leather and black kid for June wearing in all 
areas except the south. The vogue of white in jersey 
etamines and shantung spells highly colored shoes for 
the winter playgrounds, and while red shoes are taking 
precedence, green and multicolored fabrics will be worn. 
The value of the pump and oxford in white buck and 
tan, or in shades of tan and brown, must not be over- 
looked. These stylings, which were the smart footwear 
in the French resorts late last season, are the trends 
which New York is already adopting, continued the 
speaker. 


HE test of the meeting was its ability to hold shoe 

men in the class room until 10.45 p. m. Considering 
that the meeting was open at 6 o’clock, and was four and 
one-half hours in duration, speaks well for the interest 
of everyone. 

Unofficial observers at the meeting were President 
Alfred A. Donovan and Secretary, Thomas F. Anderson 
of the New England Shoe and Leather Association. In 
summing up results of the meeting Mr. Donovan told 
the members present: “Know your figures Know your 
costs. Analyze them both several times to see if you 
are absolutely right. In addition, consult with some 
authority to further prove that they are right. To 
these known costs, add a sufficient profit that will safely 
carry you through. Let the neighbor ride by as he sees 
fit. Most of the merchants are afraid to make lemonade 
out of the lemons thrown at them. Have enough net 
profit to allow one’s self to enjoy a cultural life. Make 
enough net profit to be able to send the boy to college. 

“Regardless of anyone else, so know your costs that 
you will be able to put a markup on your merchandise 
that will enable you to live happily. Not only put on 
the right markup—but get it. A happy life is assured 
if one is able to put by enough net profit at the end 
of the year.” 

From Thomas F. Anderson the following day we 
received this letter: 

“Of the many dinners and get-togethers of the Massa- 
chusetts Retail Shoe Merchants’ Association, which I 
have attended during the past twenty years, I think that 
the one at the Hotel Statler on Monday evening was 
unquestionably the best. 

_“The program, as arranged and carried out by the 
RECORDER, was simply packed with constructive in- 
formation and helpful suggestions, and I think that 
both you and the association are to be heartily congratu- 
lated on the outcome. Not a minute was wasted, and 
the necessary leaven of humor was injected by the 
irrepressible and effervescent Jesse Adler.” 





- 
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CPSC MOC NOE MOE Paces 
SA 


‘AUCTION! 
Receiver’s Sale 

j RUBBER 
> FOOTWEAR 


By order of the Hon. John Bentley, Vice Chancellor of 





# 


~ 3 





oe the Chancery Court of New Jersey, we will on 
zh Tuesday and Wednesday 
4 December 11th and 12th, 1928 
af At 10:30 A. M. Bach Day, Bastern Standard Time 
<4 Sell at Unrestricted 
Public Auction 
<4 The Entire Assets, Both Real and Personal, of the 
> LAMBERTVILLE RUBBER COMPANY 
* Located At 
a Lambertville, New Jersey 


Inventory Value over $600,000.00 


4 
9 Sf Consisting of the largest’ and finest stock of Rubber Footwear 
5 ever offered at unrestricted Public Aucion. 


2 


4 


y MERCHANDISE 

° ° ° ° <> 250,000 pairs of Men’s, Youths,’ Boys’, Ladies’, Misses’ and 

% the name itself inspires selling % Piditcens. lcaen, Acidleny Pian, Gabbe, Gokers, ots, ofl 
4 packed in original cartons in a full run of styles and sizes, 


5 - manufactured for 1928 fall and winter trade. 


and this is the weather to help 372000 [on flece Neo ee” Linins® ote. 


* you build substantial profits and & 72000 Lbs of Crude and Reclaimed Rubber. etc. 
An i etc. 


g sales on GOLO’S CAMEL HAIR REAL ESTATE, MACHINERY AND EQUIPMENT 


~~ 
* LIP y A completely equipped plant for the manufacture of Rubber 
s PERS. Footwear, having a daily —— of 5000 pairs. Also includes 

a all land and buildings. 

hey’ J GOOD WILL AND ACCOUNTS RECEIVABLE 
T ~ m, sof , comf ortable $65,000 worth of customers accounts, mailing lists of customers, 
orders on hand, patents, trade names, etc. 

ENTIRE PLANT ON EXHIBITION 2 DAYS PRIOR TO 


IN STOCK ‘ DATE OF 
Terms of soie ooh are Deposit required from 


IN ALL STYLES AND GRADES 54 each purchaser. Checks must be certified. 
; William E. Crowley and Samuel Milberg, Receivers 
Blanchard & Carey, Atty’s for Receivers 


? , Sy 
Priced for volume, popular selling SA Write or Wire for Descriptive Circular 


y Michael Tauber & Company 
PUT IN YOUR ORDER TODAY ‘ 411-423 South Market St. 
and 


Samuel L. Winternitz & Co. 


A\)- 


SB We 
Nex Y2 


Sax a 





CRASS 


able 


8 Mth 
it 


COX > 


CK OSS 








Z GOLO SLIPPER COMPANY & 407 Firet National Bank Bidg. 
iS 129 DUANE ST. NEW YORK ¢ GS: ee 

g> Chicago Branch Office: 1634-5 Republic Bldg. <3 Chicago Illinois 
x 5 
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Cooler Weather Stimulates Shoe 
Sales in Cincinnati Stores 
On Shipboard 


Brown Suede Leads With 
Black Gaining Steadily 


CINCINNATI, OHIO—Cold weather a 
few weeks ago stimulated the shoe 
business to a certain extent, and a 
couple of light snows the last week of 
November started galoshes to moving 
in good volume. The retail shoe busi- 
ness as a whole for the month of No- 
vember was much better than mer- 
chants expected, and it is thought that 
figures for the month will show that 
November sales were quite a bit 
greater than those for the same month 
of 1926 or 1927. Sales for the season 
thus far, however, are a little in ar- 
rears, due to unseasonable weather at 
the outset. 

Retail shoe merchants report that 
black suede is gaining in popularity, 
although it has not seemingly had any 
ill effect on the sale of brown suede. 
The latter has been consistently good 
since the opening of the season and is 
expected to retain its popularity 
through Winter and Spring. All-over 
suede is a very good mover, but a large 
percentage of the suedes being sold at 
present are combinations with kid or 
reptile. 

lack patent has been fairly good 
all along and during the past few 
weeks it has improved its status con- 
siderably. Practically all merchants 
report patent sales on the increase and 
one buyer stated that he has re-or- 
dered for the third time, thinking each 
order sufficiently large to last through 
the season. 

Brown kid is as good as ever, and 
some of the livelier colors of kid are 
being called for. A few boots are mov- 
ing and merchants expect to sell lots 
of these when rough weather sets in. 





V. J. Henry Takes 


Newman & Holley Dept. 


ATLANTA, GA. (UTPS) — V. J. 
Henry, one of the most popular men 
in retail shoe circles and an expert in 
his line, has taken charge of the shoe 
department for the Newman & Holley 
store at 64 Peachtree Street. Mr. 
Henry, who for the past twelve years 
has been engaged in the retail shoe 
business in Atlanta, largely with the 
old Fred Stewart Company, has a wide 
circle of friends in the city. He has 
secured a long lease on the Newman & 
Holley department, it is stated. 











Shoe men abroad make a circuit of 
the continent, principally by air, and 
here we see Charles J. ) ee Bnd shoe 
buyer for Gimbel Bros., Philadelphia; 
Miss Herta Junkers of flying fame, 
and Joseph Michaels, shoe buyer for 
Saks-34th Street. 

They landed at Bremen and visited 
Czecho-Slovakia, Austria, Switzerland, 
Belgium, France and England. 


“My Shoe Store” Opens 


Port ARTHUR, TEX.—M. Bagleman, 
well known shoe merchant of this city, 
who since 1914 .has operated the Bos- 
ton Shoe Store at 329 Proctor Street, 
catering exclusively to men and boys, 
has opened another shoe store, which 
he has called “My Shoe Store.” Mr. 
Bagleman’s son, Dave J. Bagleman, 
who has been associated with his 
father in the operation of the Boston 
Shoe Store, will manage the new estab- 
lishment, which is located at 411 Proc- 
tor Street, and caters exclusively to 
women’s trade. 

The official opening of “My Shoe 
Store” took pe on Saturday, Nov. 
17. Mr. Bagleman states that the vol- 
ume of business transacted at the 
opening of the new store was most 
gratifying and far beyond his expec- 
tations. 








Detroit-Cleveland Buying 
Periods Postponed 


DETROIT, MicH.—The shoe retailers 
of Detroit have postponed their first 
buying period, originally scheduled for 
Dec. 3-6, until after the Boston and 
Chicago shows. This group expects to 
bring together about 200 retail shoe 
merchants from Michigan and Ohio to 
meet at least 150 factory representa- 
tives at the Detroit-Leland Hotel, Jan. 
15-18; again, at the Hotel Cleveland, 
Jan. 22-24. “Get-together” dinners of 
the retail shoe merchants of Detroit 
and Cleveland will be held at the Hotel 
Cleveland, on Tuesday, Dec. 11, at 7 
p. m.; on Thursday, Dec. 13, at 7 p. m., 


a similar “get-together” dinner will 
take place at the Detroit-Leland Hotel, 
Detroit. 





Irving Store Expands 


Boston, Mass.— The John Irving 
Shoe Co., Inc., is celebrating its first 
anniversary by moving to larger quar- 
ters—from 507 to 505 Washington 
Street. This store features shoes at 
one price—$5.00—and its business has 
been increasing to such a point that 
the present move is necessitated. In 
its new location it will be possible to 
add 100 more seats. In addition to a 
ground floor store, where the regular 
line will be carried, a downstairs de- 
partment will be added and devoted to 
arch support shoes, with expert fitters 
of orthopedic shoes. The downstairs de- 
partment will also feature evening 
shoes. Al Siecol, manager, announces 
that he expects to be installed in his 
new quarters about Feb. 1. 


Shoe Sales Gain 


New York, N. Y.—October was a 
good month for the shoe trade, accord- 
ing to statistics gathered by the New 
York Federal Reserve Bank. In this 
reserve district sales of shoes in de- 
partment stores in October, 1928, 
showed a gain of 16.4 per cent over 
October, 1927, while in shoe chain 
stores a gain of 4.2 per cent was regis- 
tered. The wholesale movement was 
less favorable, wholesale shoe sales 
showing a decline of 0.5 per cent from 
October, 1927. 


Rich’s Lease New Store 


BIRMINGHAM, ALA. (UTPS) — A 
long lease has been made by Rich’s 
Shoe Store for a new location at 1917 
Second Avenue, North. The two-story 
building is to be remodeled and will be 
ready for occupancy about Feb. 15. 
Rich’s have been in business in Bir- 
mingham for approximately 42 years 
and for eleven years have been located 
at 1912 First Avenue, North. 








SURE 
AND 


“\\ SECURE 


THE | | 
NEWEST __| 


FRENCH BEADING 
and NOVELTY CO 


226 S$.FOUPRTH ST. PHIL.PA. 


The CAHILL CARTON 


“The Carton That Opens in the Front” 


MACHINE 
For printing the stock 
description, 
selling price o 


Cahill carton. 
PRICE, $4.00 
Mailed on Approval 





Beautiful—Convenient. 
size— Any color — Shipped 
“= knocked down ‘at 
- lowest freight rates. 
Cost less though made of 
better materials. Samples 
er salesman on request. 
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(Copyrighted) 
A VERY EFFECTIVE 


number, 
size and width 
f the shoes on the 


carton or the index card for the 
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— most practical and suc- 
cessful way yet invented to 
attach buckles to shoes— 

the EVERGRIP. 
Neither buckle or holder can 
come off. Buckle is attached and 
detached instantly by hand. No 
tools required. No prong marks 
left on leather or satin. No pres- 
sure is exerted on the instep. 
Holder is nickel plated and fits 
any buckle. Prices—$1.50 per 
doz. pairs; $15.00 per gross pairs; 
in 5 gross lots and over, $12.00. 
In stock for immediate delivery. 


SEND FOR SAMPLES 


SPECIAL ARRANGEMENTS FOR 
JOBBERS 
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PAKS 





SPAT 


PROFITS 
from Men e 


Nine out of ten men wear low 
shoes all winter. 

ct ‘em spate—today « neces- 
8 

Colore—gray, fawn and popular 
shades. Buy 


With leather piping and four 
button holes. 


IN STOCK. 





direct from manufacturer— 
samples for the asking. 
Price $16.50 to $21 doz. pairs 


IMMEDIATE DELIVERY 
FIT RITE OVERGAITER CO. 





526 So. Third Street 








PHILADELPHIA, PA. xX 






IN 
STOCK 


36 Pair Cases 


12 Duncan St. 


ox 
Wire for 
Boudoirs! 


It is not too late to order 
and receive Greeley Bou- 
doirs in time for the high 
tide of Christmas buying. 
Wire your jobber— 
and then us, if he 
can’t fill your de- 
mands. 





A. W. GREELEY 
- + + Haverhill, Mass. 
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Baring the Sole 





In a golf shoe, the sole is of as 

much interest as the upper. 

Hence the effectiveness of this 

-_ of advertising used by the 

a oy of Detroit, 
ich. 





Pepple Heads Dayton 
Retail Association 


DayTon, OHIO (UTPS)—The main 
question up for discussion at the re- 
cent annual meeting of the Dayton 
Shoe Retailers’ Club was the adjust- 
ment of the shoe business to present- 
day conditions. Speakers showed that 
shoe merchants will be compelled to 
change their viewpoints and to inaug- 
urate radical changes in their mer- 
chandising methods. 

Officers for the coming year were 
selected as follows: H. D. Pepple of 
Donenfeld’s, Berry Allen Thir- 
kield, E. B. Thirkield & Sons, Frank- 
lin, vice-president; Paul E. Johnson, 
Nisley’s, secretary, and John Schoen- 
hal, of Schoenhal’s, treasurer. Com- 
mittees for the year will be named at a 
later date. About a score of members 
were present. 


Florida Store Sold 


WINTER HAVEN, Fuia.—Lyles V. 
Story, organizer and president of 
Story’s, Inc., a firm operating a very 
successful shoe and hosiery store here, 
has resigned from the firm effective 
Jan. 1. His stockholdings have been 
oo by O. P. Warren and George 

. Warren, vice-president and secre- 
tary-treasurer, respectively. The store 
was opened four years ago and has 
built up an unusual volume of trade 
in that time. 


C. Earl Lynch Dead 


ToLtepo, On10o—C. Earl Lynch, for 
some time chief owner’of the seven 
Wachter shoe stores in Ohio, died sud- 
denly Nov. 27, in this city. 








Boston Retail: 
Salesmen Meet 


Boston, Mass.— The Boston Retail 
Shoe Salesmen’s Association, Inc., fea- 
tured as highlights of its December 
meeting a talk on “Calf Leather,” by 
August H. Vogel, Jr., of Pfister & 
Vogel Leather Co., and a playlet en- 
titled “How Men and Women Bu 
Shoes,” or “The a Go Shopping,” 
written by Helen M. Haney, Associate 
Editor of the Boot AND SHOE RECORDER, 
in which Fred A. Godkin, retail shoe 
salesman at the Sorosis shoe depart- 
ment of the Shepard Stores, was the 
salesman, and Edwin Robinson and 
Helen M. Haney impersonated the cus- 
tomers. A dinner, served in the Am- 
ber Room of the United States Hotel, 
preceded the meeting. 

President H. U. Kirwin, salesman at 
the Thayer McNeil Co., presided. Mr. 
Vogel told clearly and concisely how 
calf leather is tanned. He showed fin- 
ished skins in the new shades and 
grades of calf leather for men’s, wo- 
men’s and children’s shoes. Among the 
five shades mentioned in men’s calf 
leather were: Saratoga tan, copper 
tan, ruddy brown, trotteur tan, nico- 
tine. In women’s calf leather, the 
shades for early spring shown were 
marron glacé, French beige, sunburn 
and champagne; he also showed suede 
calf in these shades, as well as in gray, 
in dark biue calf and in black. In 
children’s leathers he showed elk veal 
sides in Brazil and coffee shades. The 
salesmen took a lively interest in Mr. 
Vogel’s talk and asked many questions, 
including the tariff and prices. which 
Mr. Vogel ably explained. He said 
that the calf tannery workers in the 
United States receive over three times 
as much for the same kind of work as 
do those of Czecho-Slovakia and other 
European countries, and that when the 
subject of tariff is discussed at Wash- 
ington the calf leather tanners would 
ask for an equalization tariff, which 
will at least offset the difference be- 
tween the lower-priced foreign labor 
and the higher-priced labor of this 
country. 





21st Buck’s Booterie to 
Be Located in Omaha 


OmaAHA, NEB.— 
Earl K. Buck, 
head of a chain 
of shoe _ stores 
throughout the 
Middle West, 
plans to open a 
store in Omaha 
soon. He has 
taken a 20-year 
lease with a 
Farnam Street 
frontage in the 
new Barker build- 
ing at Fifteenth 
Street 


The store will 
have the same name as the other 20 
shoe stores—Buck’s Booteries. It will 
have a 32-foot frontage adjoining the 
corner. 

Mr. Buck began his experience in the 
shoe business as a bookkeeper with the 
Kirkendall Shoe Co. 23 years ago. He 
opened his first retail store in Water- 
loo, Iowa, 17 years ago. 





BE. K. Buck 





More Boots 





Tomorrow— Saturday 
COAST -TO-COAST 


SALE! 


YOUR ADDRESS HERE 











The New 1928 Version of 
uplRa Te, 


BOOTS 


Exclusive with us and shown for 
the firet time—easy to slip 
on and off—as on oxford. 


NEW — 


ALL SIZES — 
ALL WIDTHS 


Note the Variety: 


TOMORROW —IN THE BEDELL SHOE SHOP 





The widest possible variety in pat- 
tern, in color and in material mark the 
boot types of 1928. These, sold by the 
Bedell Company in its stores and de- 
partments from coast to coast, come in 
all dark brown kid, patent leather with 
tweed, tan Russia calf with tweed, mat 
kid with patent saddle, burgundy kid 
with burgundy suede, bottle green kid 
with suede of the same color, patent 
with mat kid and parchment collar, 
dark brown kid with brown suede, pat- 
ent with mat kid and red collar, gun- 
metal calf with tweed and in blue kid 
with blue suede. 





Buys Rebuilding Shops 


INDIANAPOLIS, IND. (UTPS) — In- 
dianapolis has become headquarters for 
the largest chain of shoe rebuilding 
shops in the Middle West and the 
third largest chain in the United 
States, with the purchase of six stores 
of the American Shoe Re-builders, Inc. 
in Indianapolis, Louisville, Ky., and 
Chicago, by Roy E. Steele. This addi- 
tion gives the chain seventeen estab- 
lishments. 





Money in Houston 


Houston, Tex. (UTPS)—A. Money 
has been appointed to the sales force 
of the Dollahite-Levy Shoe Salon, 
Houston. Mr. Money comes from Dal- 
las where he has been connected with 
the Sanger Brothers shoe department 
for the past ten years. 





Back at Business 


RUTLAND, VT.—D. A. Benjamin, 
shoe buyer at the Combination Cash 
Store here, had an automobile accident 
about .six weeks ago, but is reported 
as having entirely recovered and is 
back again at business. 
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WHERE TO BUY 
Men’s Shoes 











50 STYLES IN STOCK 


EMERSON SHOE MFG. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
yes 
7 Os. 
(UMFORT-ARCH SHOF 


co. 
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M. A. PACKARDCO., 
BROCKTON 
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BOSTONIANS 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 
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NATIONAL NEWS 


SATURDAY, DECEMBER 8, 1928 


EVERY WEEK 





Buying to Be 
Renewed Early 
in December 





Some Lynn Factories Engaged 
in Making Winter Resort 
Footwear 


LYNN, Mass.—Improvement is looked 
for soon. A number of parere are ex- 
pected at the factories in December, to 
choose styles and to agree on prices. 
Easter comes early in 1929, or on 
March 31, and early buying will have 
its advantages. Besides, business in 
Winter resort footwear is starting up, 
and some Lynn firms believe it will 
rise to a new high peak along in Jan- 
uary. 

Judging from samples already 
shown, or in process of manufacture, 
colors. will rise to new power, for 
among them are delicate shades of 
pink, yellow and lavender, as well as 
green and blue, hot reds and the beiges 
in which the sun-burned hues predomi- 
nate; also rhapsodies in leathers and 
fabrics of bewildering colors, linens 
woven in block patterns, linens embroi- 
dered with silk in rich designs, em- 
bossed suedes, reptile grains, particu- 
larly water snake, in natural hues, 
and, strangest of all, a horse hair fab- 
ric in light colors and of a natural 
high luster finish. 

Besides, there are materials which 
are held under cover, to be shown only 
to preferred customers, for, while the 
fast style makers are setting a pace, 
they are not showing it to their com- 
petitors and followers. 

Types of shoes, as interpreted by 
some of the best makers of Lynn, 
are distinctively feminine, with - shoes 
lighter in actual ounces of weight than 
last summer, as well as lighter in 
looks; also supple and form fitting, or, 
to use the familiar phrase, fitting the 
foot like a glove on the hand. 

suey mg trims are revealed in 
several fine lines, nothing formal, nor 
cut and dried, but in the charm of the 
une: and surprising. Pump mod- 
els predominate, and makers of them 
have contrived to produce some strap 
effects that have not been seen before, 
despite the thousand and one strap pat- 
terns that have been made. Step-ins of 
new design have gores so deftly con- 
cealed that they pass current for 
‘pumps. A few ribbon ties are noted. 
Weaving of colors are in asymmetric 
as well as conventional patterns. 

All Lynners are not enthusiastic 
about sandals, for it is a common re- 
ne that millions of sandal types will 

imported next year. lLynners feel 
more strongly than ever that they need 














a tariff on shoes. 


Leaves Field of Leather 
For That of Pleasure 


NEw YorK, N. Y. 
—Hiram S. Brawn, 
who has made an 
enviable record in 
the leather field in 
the last five years 
as president. of the 
United. States 
Leather CGompany, 
will on Jan. 1 turn 
his organization 
talents to a new 
area, that of sell- 
ing pleasure; -by 
becoming president 
of. the mewly 
formed Radio-Keith-Orpheum Corpora- 
tion. 

Mr. Brown, 





Hiram S. Brown 


when he entered the 
leather field five years ago, at the age 
of 41, knew little or nothing about 
leather, but had been called in to 
reorganize the United States Leather 
Company because of his wonderful 
work as an organizer in other fields. 

His rise to success reads almost like 
a Horatio Alger story. His first job 
was that of office boy for the old New 
York Herald, and his weekly stipend at 
that time was $5.00. Later he per- 
formed secretarial duties for a number 
of prominent newspaper men, such as 
William Marshall and William Din- 
woodie. Still later he entered the 
reportorial field on the Washington 
Times. From his newspaper work he 
drifted into the public utility field, 
where his talents as an organizer 
gained him such wide recognition that 
when the war broke out he was called 
upon to aid in the organization and 
mobilization of the country’s resources. 

His selection to head the largest en- 
tertainment purveying organization in 
the world, without his ever having 
been engaged in the business side of 
the field came as a surprise to many, 
but not to those who have been ac- 
quainted with his career. His job, pri- 
marily, will be one of organization, at 
which he is a past master. 





Report on Haverhill 
Survey Almost Ready 


HAVERHILL, Mass.—The U. S. Depart- 
ment of Labor, division of labor sta- 
tistics, has announced that the report 
of the - gree survey conduced in the 
Haverhill industry voy Bes early 
summer will be released . 15. The 
report is awaited with general interest 
locally and its content is expected to 
have much bearing on future industrial 
relations between employers and em- 
ployees. The probe was conducted with 
great attention to detail and was insti- 
tuted at the joint request of the Haver- 
hill Shoe Manufacturers’ association 





and the Shoe Workers’ Protective Union. 
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Miller a Bank President 


CoLumBus, OHIO (UTPS) — Fred- 
erick A. Miller, president of the H. C. 
Godman Co., has been elected presi- 
dent of the Ohio National Bank, one 
of the oldest and largest banking in- 
stitutions in Columbus. He succeeds 
Frank L. Stein who resigned to look 
after personal affairs. Mr. Miller was 
formerly chairman of the trust com- 
mittee of the institution. He has taken 
up the active duties of that position. 





Brockton Shows Another 
Gain in Shipments 


BROCKTON, Mass.—Despite the usual 
seasonal lull during the eleventh busi- 
ness month, shoe shipments from this 
center surpassed the total of the corre- 
sponding month of 1927 by more than 
3000 cases, and the gradual increase 
this year over the output of a year ago 
‘was maintained until now the year’s 
total for the first 11 months is more 
than 63,000 cases ahead of a year ago. 
This figure, basing the average shoe 
turned out here at $5, a very conserva- 
tive figure, places the increased value 
of production this year at about 
$315,000. 

Shipments for the month last closed 
dropped to 30,991 cases the third 
time this year that they have reached 
as low as this figure, but many of the 
shops were taking inventory or slowing 
up to go through this process. Already 
several of the shops are engaged on 
the Spring output and shipments 
should pick up from now on. 

Shipments for the first 11 months of 
this year amount to 426,693 cases as 
compared with a mark of 363,421 cases 
for the corresponding period of last 

ear, an increase of about 18 per cent. 

his figure does not include the No- 
vember shipments by truck, estimated 
at more than 2000 cases and probabl 
upward of 9000 pairs during the mont 
by parcel post. 

Success of the use of genuine alli- 
gator in men’s novelty shoes has so en- 
couraged manufacturers in the district 
that already plans are being made for 
the introduction of more novelties in 
the Spring. Some in-stock depart- 
ments are getting good calls still for 
alligator shoes, particularly from the 
college centers where this type of shoe 
is “selling like hot cakes,” as one sales 
manager repo 

Women’s shoes are finding good sale, 
and in the last few weeks there has 
been an unusually heavy call for 


suedes. The new light tone colors for 
Spring are giving the designers oppor- 
tunity for display of a good deal of in- 


genuity and many novel contrasts as 
well as all over effects have been 
planned. 


M. A. Fitzgerald Dead 


CoLumBus, OHIO (UTPS)—Michael 
. Fitzgerald, 65 years, who cov- 
Southern Indiana territory for 
H. C. Godman Co. of Columbus for 
years and who was retired two 
rs ago on account of ill health, died 
at his late residence, 566 Linwood Ave- 
nue, Columbus, ving Day, fol- 
lo a three weeks’ illness from 
bronchial troubles. 
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Expect Big Attendance 
at Boston Show in Jan. 





Every Attempt Being Made to Make 
It a Buying Show 


Boston, Mass.—One hundred models 
will feature “Fashion’s Footwear Fan- 
cies of 1929” at the Seventh Annual 
Boston Shoe Style Show of Jan. 2-4, at 
the Hotel Statler, this city, of which 
J. G. Brown, president of the Shoe and 
Leather Reporter, is managing direc- 
tor. Invitations have been sent out to 
30,000 shoe buyers. Last year the reg- 
istration was 5000; this year Director 
Brown says that he expects it will be 
much larger. 

In addition to the booth and table 
display space arranged in the ball- 
room and foyer of the Statler, there 
will be the customary sample room 
space which will be located on several 
floors especially set aside for this pur- 
pose. A feature of the sample room 
exhibit this year is the fact that an 
entire floor will be devoted to a show- 
ing of men’s lines; seven floors above 
the seventh floor will be reserved for 
the buyers and personnel of the show. 

Phil Melhado takes his place as di- 
rector of the “Footwear Fashion Fan- 
cies of 1929” for the fifth time. He 
has planned to stage the show in three 
elaborate settings; the runway will be 
155 feet long and will be so arranged 
that the models may walk entirely 
around the hall, in full view of all those 
on the floor, as well as in the balcony. 
Sixty-five per cent of the styles shown 
will be street shoes; the other 35 per 
cent will be divided between sport and 
evening shoes. The style show will 
take place each evening between 8.30 
and 10 o’clock; all the rest of the time, 
from the opening hour of 10 a. m. on 
the first day of the show, will be de- 
voted to buying. A hospitality com- 
mittee of one hundred, headed by Wil- 
liam Doyle of the Doyle Shoe Company 
and Jack Gorman of Gorman & Howe, 
will attend to the “Welcome to Bos- 
ton” features. 


E-J Closes Sample Room 


St. Louis, Mo.—Endicott-Johnson 
Company has closed its Washington 
Avenue sample room and moved it to 
their plant and offices at 12th and 
Spruce Streets. This sample room had 
been maintained as well as the spa- 
cious ones at the distributing plant, 
but it was felt it could easily be con- 
solidated. 


Leipzig Fair Dates Named 


The Leipzig Trade Fair, by far the 
largest goods exchange in the world, 
will be held from March 8 to 13, 1929. 
Following its traditions of 700 years, 
the Fair will welcome exhibitors and 
buyers from all parts of the world. 
Visitors to this Fair this year will be 
able to shop profitably among some 
11,000 elaborate exhibits, assembled 
from twenty-four countries. Fully 
200,000 active buyers from forty-four 
countries will attend, of whom 30,000 
will come from countries other than 
Germany. No other industrial exchange 
attracts so cosmopolitan a group of 
business men, or approaches the Leip- 
zig Fair in the variety of its exhibits, 








and the volume of business transacted. 
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WOOD SOLE SHOES 
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Grain Leather 

A. _H. RIEMER 
SHOE to. 
Manufacturers 


since 1887 
Milwaukee, Wis., 
U. S. A. 
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WHERE TO BUY 
Slipper Quilting 
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SLIPPER MANUFACTURERS, 
ATTENTION! 


We Do Quilting 
for good workmanship and 


quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 
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IMITATION STEEL E 

\ BEADED \ 
SHOE BUCKLES 


A. & H. VEITH, INC. TF 
—I mporters— 
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Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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WHERE TO BUY 


Women’s Novelties 











IN STOCK: $3 to $6 Sellers 
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WHERE TO BUY 
Ballet Slippers 








Brooks’ Toe Slippers 





In Stock 
618 Black Kid ‘eo “ga10 
Sie Pink Satin, 318 8.10 
Coast Prices Slightly Higher 


BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. 6th St. 
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BLOG SHOE 00. INC. 
New York, N. Y¥. 
































Boston Market Expects 
Influx of Buyers Soon 


Boston, Mass. — The majority of 
shoe manufacturers have built their 
spring and early summer sample lines 
and report interest. A few have 
booked good business on staples. Buy- 
ers are expected in this market about 
Dec. 15 and hotel reservations show 
that a large number of buyers are ex- 
—— later this month and about the 
rst of January. The style situation 
as to colors and patterns is reported 
as fairly well defined. In women’s lines 
may be noted embroidered washable 
linens in sandal types, trimmed with 
red, green, brown, and orange kid; 
tterns in three shades of brown kid, 
th with open and closed shank, and 
trimmed with underlays of lizard. 

One house is showing something new 
in the way of a woman’s five-toe san- 
dal, with five large eyelets worked into 
the “ge | of the vamp. The T- 
strap is no in the new shoes, and 
buckle fastened straps are much in evi- 
dence. 

At present, bootees are moving well, 
in a wide range of grades from mod- 
els to retail at $4 up to $10.50. 

Kid tanners report a good demand 
for colors. A tanner of calf leather 
reports a demand for a wide range of 
cubist colors in grains—some twenty 
color combinations in this leather are 
selling freely. White kid is moving 
well and women’s shoes made of this 
leather have already sold in good vol- 
ume by a house making medium-priced 
shoes, and which reports that it has 
a large amount of its spring business 
transacted. Calf leather shows more 
activity in men’s weights, as well as 
much activity in women’s weights in 
beiges and in light browns. Embossed 
designs, on calf, as well as simulated 
reptiles are being liberally sampled. 
Patent leather sales are increasing. 





Salesman Injured; 


Wife Killed 


CoLumBus, On10 (UTPS)—Tragedy 
overtook Lee D. Sawtelle, a traveling 
salesman for the Pied Piper Shoe Co., 
of Wausau, Wis., who was severely in- 
jured when the automobile which he 
was driving at Frambes Avenue and 
High Street, Columbus, struck a tele- 
phone pole and he sustained a frac- 
tured skull. Mr. Sawtelle resides at 
2684 Mayfield Rd., Cleveland, and his 
wife, Mrs. Esther Sawtelle, immedi- 
ately came to Columbus to visit her in- 
jured husband. While from 
the hospital where Mr. Sa le was 
undergoing treatment, Nov. 27, the 
pees Rn bey _ eee riding was 
stru a passenger 
train and she died rae the effects of 
a crushed skull. Mr. Sawtelle was not 
informed of the death of his wife. In- 
dications point to the recovery of Mr. 
Sawtelle. Mrs. Sawtelle leaves in ad- 
dition to her h her mother at 
Wausau, Wis. 


New Concern at Salem 


Satem, Mass.—Tarlow, Jones Co. is 
fitting up space in the former Cass & 


on Street to 
make. br tam and children’s McKays. 





Walter Rapp Honored 


Brockton, Mass.— Walter Rapp, 
head of the Rapp Leather Co. of Bos- 
ton, was 71 years old on Nov. 30, and 
in honor of the event he was tendered 
a dinner at Mansfield Tavern by rela- 
tives and friends, at which he was pre- 
sented a happy reminders of the 
occasion. r. Rapp, who is vice-presi- 
dent of the Brockton Agricultural So- 
ciety, has been ill most of the Summer, 
but now is greatly improved and has 


“resumed active work. 





Stephens Nominated 
C. of C. Director 


St.. Louis, Mo. — Howard V. 
Stephens, president of Johnson, 
Stephens & Shinkle Shoe Company, 
has been nominated to serve as a mem- 
ber of the Board of Directors of the 
St. Louis Chamber of Commerce. He 
has just served as chairman of the s 
cial gifts committee of The Community 
Fund. His administration of this office 
was the most successful since the in- 
ception of the Community Fund. 





Spring Sample Lines 
Will Be Out Early 


CINCINNATI, OHIO—A fair rate of 
production was kept up at local shoe 
factories through October and the first 
part of November but production 
around Thanksgiving was very low. 
Some few manufacturers have been 
making boots and house slippers and 
some here and there are beginning 
work on orders for early Spring. In 
some instances manufacturers will not 
send Spring samples out until the first 
week of December, while others were 
showing new Spring styles a month 
earlier. 

Some entirely new patterns may be 
seen around factory showrooms, al- 
though it seems that a majority of the 
Fall and Winter patterns, after under- 
going a few slight changes, will be in 
demand. Radical changes in lasts are 
being predicted by some stylists but 
none are as yet in evidence. Heel 
heights on the new samples that are 
being shown vary and the heels do not 
seem to be quite as slender as the ones 
shown heretofore. 

Reports and orders coming in from 
salesmen in territories show that mer- 
chants continue to place very small or- 
ders except when buying staple mer- 
chandise like black patent or brown 
kid. Most all of them just nibble at 
the new ones and hold off placing or- 
ders until later, when rush orders will 
be given for footwear they are sure 
will move. 


M F. Twomey Dies 


Brockton, Mass. — Michael F. 
Twomey, for 35 years one of the best 
known leather dealers in the Old Colony 
district, died at his home in this city 
Nov. 19 after a long period of illness. 
His funeral took place Nov. 20, and 
burial was in this city. Besides his 
widow he — Bey = of 
Cleveland, 0) Fred Twomey, as- 
sociated with his father, who will con- 
tinue to operate the business. 
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Brown Sales Show Gain 


St. Louis, Mo.—The annual state- 
ment of the Brown Shoe Company for 
the year ended Oct. 31, 1928, shows 
net income $1,451,757 after all ‘charges 
and taxes. This is equivalent to $4.60 
= share on the 252,000 shares of com- 

m stock. The net sales amounted 
= "$34,836,424 in the last fiscal year 
aoa $33,476,186 in the previous 
The surplus’ account at the close 
of of the last fiscal year was $10,322,126 
compared with $9,671,608 in 1927. In 
a por me to the stockholders, John 
. Bush, president, says in part: 
“A drastic drop in hides occurred 
in early October and our company not 
only brought down to market all hides 
in process of tanning, but also wrote 
down to replacement cost leather on 
hand, shoes in process of construction 
and finished shoes in distributing 
houses. Since Nov. 1, orders for staple 
footwear have improved.” 


> 





Chicago Association to 
Meet December 14 


CHICAGO, ILL.—The Shoe and Leather 
Association of Chicago will hold its 
annual election and banquet Friday 
evening, Dec. 14, in the Florentine 
Room of the Congress Hotel. Knute 
Rockne, the celebrated Notre Dame 
football coach, will be the principal 
speaker. 

In this organization the report of 
the nominating committee is the equiv- 
alent of election, and for the ensuing 
ear the committee has chosen the fol- 
owing slate: 

For president, Willis R. Hunt; first 
vice-president, Dudley Osborne; second 
vice-president, Des Anthony; gecretary- 
treasurer, Robert Heald; directors— 
A. Loechert, Harold Stewart, Charles 
L. Miller, George Elliott and Kurt M. 
Stein. 

A cordial invitation has been ex- 
tended to all members of the shoe, 
leather and allied trades in Chicago on 
the dinner date to attend what always 
proves a jolly round-up at the end of 
each year. 





F. B. Minor Is Dead 


Batavia, N. Y.— Frank Benjamin 
Minor, prominent shoe manufacturer 


of this ci and secretary and treas- 
urer of P. W. Minor & oan died at his 
home here on Nov. 20. He was 61 


ears of age. The shoe factory of 
inor was established at Interlaken in 
1867 by Mr. Minor’s father and uncle 
under the name of Minor Brothers. 
Peter Minor later bought out his 


a a in i= 2 half b 
st is sn Ta changing the 
firm name to P. W. Minor & Son. 
Eighteen rs later the factory was 
moved to Spri i eight later 
to Batavia. Minor’s father died 
thirteen years vetig and in 1921 om 
business was in ted under its 
t name; at t time the late 


Minor sold bony of his holdings 
to his cousin, Henry H. Minor, now 
a and manager. 
inor — a wife and a married 
daughter. 








St. Louis Wholesale 
Trade Moves Briskly 


St. Louis, Mo.—November finished 
with a gain in the large houses with 
business brisk previous to the holiday 
season. The lines have been priced 
with scarcely any change, according to 
an official in one of the largest houses 
on the street. He admitted the hide 
market was slightly higher but not 
sufficient to justify increased prices. 
This opinion differs with that of an- 
other executive in a large house who 
believes the trade is in for an upward 
swing in prices. The increase, it is 
thought, will not be effective until 
March if it comes. This situation will 
depend on the activity of the market 
between now and the time mentioned. 

The reduction in prices made about 
six weeks ago is having its effect on 
business. The sales manager and di- 
rector of one of the big institutions 
said definitely that it had bettered his 
business. 

Within a week the salesmen will be 
off the road and only mail orders will 
be forthcoming. After a visit to head- 
quarters where they will take out the 
spring lines, salesmen will probably 
return to their homes for the holidays 
before starting into their territories. 

A loss in sales over the same period 
of a year ago will be shown by one of 
the large companies. In spite of this 
decrease in sales it is strongly rumored 
that profits will be better than a year 
ago. The rumor appeared rather 
authentic when the stock of this com- 
pany soared 8 points in a week. 





Factory Expansions 
Expected in Haverhill 


HAVERHILL, Mass.—Expansions are 
being made or contemplated by several 
local shoe and allied concerns, and some 
inquiry for floor space is reported from 
firms outside the city. The past sea- 
son was a prosperous one for local man- 
ufacturers, several of whom now find 
—_ ae additional space as the new 

y ne ar The Haverhill 
Building A ssociation, with a large fac- 
tory on Walnut Street in the heart of 
the downtown shoe district, is nego- 
tiating with a firm for taking over a 
considerable part of the floor area, and 
other negotiations on factory space are 
pending. 


C. J. Miss Dead 


St. Paut, Minn. (UTPS)—Christian 
J. Miss, well known to the shoe trade, 
is dead at the os of 75, without pre- 
vious illness. had been with the 
Gotzian Shoe Co. nearly 57 years, for- 
merly vice-president and general man- 
ager. When the Gotzian company was 
merged with the O’Donnell Shoe Co. he 
went over also. He was born in Ger- 
many and immigrated 57 years ago. 
On arrival he became a stock boy and 
general utility man for the Gotzian 
Shoe Co. In 1879 he returned to Ger- 
many but came back at the request of 
C. Gotzian, becomi eventually a 
traveling eM, ing, to a 
manager. was former res = 
of the Tropical Ranch & Rubber 
and was one of. the i of te 

American District Telegraph Co. Four 
children :survive. 




















me et OF ee ree 


WHERE TO BUY 


Men’s &@ Women’s 
Slippers 








Two Strap Sandal 
“Hand Turned” 
In Stock 
C to E—2%-9 
No. 3-2 at $2.35 


MORAN-HERMANN- 
MeMANUS, INO. 
Maine 




















SLIPPERS REPEAT 


IN STOCK 


Best grade kid, 
built yp Bn 
Spring - 
Eeru Felt Lined 
—Heavy hair 
felt filler and 













No. 
heel pad.Chrome 
No. 1, =* Outsole. 
FREEMAN-THOMPSON SHOE CO. 
ST. PAUL, NN. 
Manufacturers of Masterfelts 
in Slippers 

















PARISTYLE FOOTWEAR MFG. CO., INO. 
Factory and Salesrooms 
40-46 West 25th St.. New York City 





HIGH GRADE TURN MULES and D’/ORSAYS 








DO YOU KNOW? 


the columns. 
feature in its service is a time 
saver in immediate needs. 











BOOT AND SHOE RECORDER 


December 8, 1928 











WHERE TO BUY 
te Spats 
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Imported English Made 
Broadcloth 
Spats 

Colors : 
Light Gray 
Med. Gray 
Fawn 


Sizes 6 to 11 
Leather Bound 


$2.25 per pair 





IN STOCK—IMMEDIATE DELIVERY 


BLOG SHOE CO., INC. 
147 Duane St., New York, N. Y. 








ENGLISH TYPE 


Made of Best 
Water Proof 
Cravenetted 

Materials 


1 and 2 dozen Samples Cheerfully 
Submitted on ten day trial 
GOLD SEAL 


536 Broadway 





New York 
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WHERE TO BUY 


Bowling Shoes 


i aie ail lian 





AOA Fees 










“Coast IN-STOCK 
Siently Smoked Elk 
$3.25 
BROOKS 
SHOE MFG. CO. 


Petes, Pa. 


Se St., 
os Angeles, 1162 Se. Hill St. 


1723 No. 








SO er Oe 


WHERE TO BUY 
Slipper Supplies 


sr 


POMPOMS AND ROSETTES 
rhe rgnt merchundioe atthe Tiga price 


HY-GRADE SLIPPER SUPPLY an 











Schiff District Men 
Hold Fall Meeting 


CoLumBus, OHIO (UTPS)—The fall 
district managers’ meeting of the Schiff 
Co., 32 W. Chestnut Street, Columbus, 
which operates 85 retail shoe stores 
throughout the Eastern, Middle West- 
ern and Northwestern States, was held 
at the Chittenden Hotel, Nov. 19 to 23. 
The meeting was called for the pur- 
pose of outlining purchases and styles 
for the early spring trade. The Boston 
representative of the company, Oscar 
Musinsky, was in attendance and gave 
a very interesting discussion of ad- 
vance styles for spring. 

Robert Schiff, president of the com- 
pany, opened the meeting with a talk 
of the progress made by the company 
and the prospects for the winter and 
spring season. W. A. Fankhauser, sec- 
retary of the company, then took 
charge of the meeting. Those in at- 
tendance were Sol Schiff and Jack 
Schiff, both having headquarters in 
Columbus and each having approxi- 
mately 25 stores in their districts; 
William Schiff of Springfield, mo 
Morris Schiff of Milwaukee; E. 
Coplon, Kokomo, Ind.; Jule Mark, St. 
Paul, Minn.; E. A. Robe rts, Saginaw, 
Mich.; Charles Kinney, Dayton, Ohio, 
and Harry Greenberg, Peoria, Ill. In 
addition a number of the managers of 
the more important stores were pres- 
ent to participate in the discussion. 

The annual managers’ meeting of 
the Schiff Company will be held in 
Columbus in January to go over the 
year’s business. 


Seeking the Sources 
of Net Profit 


[CONTINUED FROM PAGE 52] 


a real shoe center,” he says. “Within a 
radius of not so many miles you will 
find many of the worth-while factories 
of our country. Its wholesalers are 
among the best, and 4. shoe traveler’s 
association is compo: of men of 
which our craft aed be be Pte 4 proud. 
It is very centrally locate From our 
farthest centers it is but a night’s ride, 
with unequalled train service. We ven- 
ture to say that for about fifty dol- 
lars most of our members should be 
able to attend the convention.” 

The committee in charge of the con- 
vention consists of George M. Garman, 
chairman; Albert Forster, Alfred H. 
Cohen, A. N. Foster and David S. 
Josephson. Working with this commit- 
tee actively is Managing Director Cal 
J. Mensch. 

The association now includes the 
states of Pennsylvania, New Jersey, 
Delaware, Maryland, Virginia and the 
District of Columbia. 





Moving to Maine 


LYNN, Mass. — Jarnes, a 
Co., Inc., has succeeded to the Wo- 
men’s Novelty Shoe Co., Lynn, and it is 
hl Bg factory at Hallowell, 

t was formerly operated by 
Marston & Brooks. It 


lans to make 
novelty McKays. Ja Jarnes and 








693 Broadway New Y¥ 





Harry Hamburger make up the firm. 








WHERE TO BUY 
‘Children’s Shoes 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 


OCHESTER, N. 
Boston ett Statler ete. "Room 832 
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WHERE TO BUY 
Standard Shoe Materials 
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The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston, Mass. 


est f Virginia 























Ranney a Board 
long-wearing, economical mm ane 
WestVirginiaPulp& Paper Co 

“ae im) n 
ouen Widtak Giese 
Colored 
Chrome 

Sides 
Besse & Cobb. Ine.. 

Besten, Mase. 











Increase in Value 
of Leather Produced 


WASHINGTON, D. C.—Tanners made 
about $500,000,000 worth of leather in 
1927, according to a recent bulletin of 
the U. S. Department of Commerce. 
Its res were $494,780,821. Produc- 
tion increased in value by 7.1 per cent 
over 1926. But there were 68 fewer 
establishments, as 42 concerns went 
out of the tanning business, 23 did 
not operate during the year, and three 
turned to other lines. This was a de- 
crease of approximately 8 per cent in 
the number of tanneries in operation. 
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N THE world of sports, 1928 is known as Olympic year. 

The pride of conquest, the spirit of the Olympic games, 
comes down to us from ancient Greece. Under the patronage 
of the Greek royal family, the games were revived in 1896, at 
Athens. The ninth Olympics were held this year at Amster- 
dam, Holland. Track and field events have always made up 
the major portion of the Olympic games. Eight of these events 
were won this year by athletes from the United States. Eleven 
new Olympic records were made. As the games have grown in 

prestige, so they have grown in size, for the 1928 Olympics 

embraced practically every form of sport. 


THE BE yo oll TOE 


United Shoe Machinery Corporation 


BOSTON. MASSACHUSETTS 








HY-GRADE Shires ame ov 
693 Broadway N 
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Harry Hamburger make up the firm. 


| the number of tanneries in operation. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mase., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED When advertisers desire answers to come in our care 
4e per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES WANTED vertisers desires replies forwarded direct to their address 
te 4c per word. Minimum Charge 75c. each word of their address must be counted in the ad- 
Je per word. Minimum Charge $1.25 oud paid ter ™~ 
ALL DISPLAY SPACE Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 
ere ee 
SALESMEN WANTED SALESMEN WANTED LINE WANTED 











inning January, 1 


MEN’S DRESS SHOE LINE AVAILABLE 


Have territory open S Virginia, East New York, East North Carolina, Southern Illinois 


Applicant must have road shoe selling experience, travel by car and a worker. Give 
an pee er territories you have traveled in, and three references in first letter. Will 


J. W. CARTER COMPANY 
Nashville, Tennessee 


SHOE |! line wanted by road salesman. Fifteen 
years’ experience from Mississippi River to 
Pacific Coast. Address D-827, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 


ee 





LINE wanted for Wisconsin or goes by 

a capable lesman with long ence. 

References furnished. Adon D834, care 

= . Shoe Recorder, 80 Federal St., Bos- 
ass. 











Live wire salesmen wanted to sell 
Ann Howe novelty footwear—one 
of the fastest selling lines of $4 
to $6 retailers out of Boston. 
Strictly commission basis. 

those with established trade need 
apply. These desirable territories 
open after Jan. 1:— Ala., Miss., 
La., Ark., Kan., Neb., Col., Iowa, 
Minn., Wis., Ohio, Eastern Penn. 
and Ky. 

Include complete information and 
references with application. Ad- 
dress Aronson Bros. Shoe Co., 
Inc., 213 Essex Street, Boston, 
Mass. 





Want Experienced Salesmen 


who work their territory close to 
carry our guaranteed “They Can- 
not Rip” children’s and growing 
girls’ shoes exclusively in the fol- 
lowing _ territories: klahoma, 
Iowa, Indiana, Michigan, Ohio. 
New line ready January Ist. If 
you are not a producer, do not 
apply. First letter territory cov- 
ered in detail, present connection, 
shipments, etc. 


Ramsey’s “They Cannot Rip” 
347 Rider Avenue, New York City, N. Y 





LINE WANTED—Wanted factory line of pop- 

ular priced women’s novelties McKays "ir 
Virginia, North and South Carolina. Have out- 
put for approximately $200,000 business with 
volume buyer and chain stores. Reference. 
Address D-852, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 





WANTED—Medium priced line Boys’, Misses’ 
or Children’s shoes for New Jersey and 
Eastern Pe mg 4 Have well established 
trade. Address D-853, care Boot and Shoe 
Recorder, 80 “Federal St., Boston, Mass. 





SALESMAN with wide acquaintance among 

_Shoe and Leather Goods dealers in Iowa, 
[llinois and Wisconsin, wishes to carry as side 
line either a line of Work or Dress Shoes. 
Address D-856, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 














By the livest ant fastest “In- 
stock’’ house in America. lave several 
very desirable territories for sales- 


men with ee for a os 
sell ‘“‘Extreme’’ women’s nove! 
roy ty stock to retail at $4, a $6. 
Strictly basis. those 
with established trade need h. ¥ 


WM. MARKS SHOE CO. 
1406 Washington Ave., 
St. Louis, Missouri 








Wares salesman who has a good fol- 
lowing in New York and vicinity to invest 
capital in a well established concern manufac- 
— ladies high ot turn shoes. Aj 


e Boot and 
39th St” New York, N. Y. 





Sere | WANTED—Real of peeieee | ie 


Wisconsin, Iowa, Nebraska, 
‘exas, Louisiana, 











SALESMAN for Texas. Must reside on ter- 
ri and travel auto. iren’s and 
Women’s Welts, M and Stitchdowns. 
ta ; basi 


department. " 
D-839, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 


PEESHAR ee ae ae 
Se soles and fosibie. “turns 





1/5 in et, 

nois, Idaho and Utah. Lib- 
eral commission. Give full particulars 
references in letter of H. Free 


land, Inc., Rochester, 


GALESHAR WANTED for Missouri, Indi- 
ana, Iowa, Wisconsin, Texas and Arkansas. 
to carry as a side line popular priced 
Novelties in 4 Strictly commission basis. 
Big weehay Se the right man. 
references irst letter. 

1418 Washington Ave., St. Louis, Missouri. 


Winer ROWS MANUFACTURER of fast 
Noveltce rewire priced In Stock McKay 








two ive salesmen for 

East of the ssissippi. This will 

trite og Bi Moa — a eB of 

pn ea ey @ assistance in their 

territory. AI” references and ability to finance 
Address D-855, a Recs Pao 


self necessary. 
Shoe "Tocerdee, 80 Federal St., Boston, Mass. 





FOR RENT 
OR RENT—Shoe S fi main 
FP Goor 10 foot window spay: Next door t 
the best corner = 


Bon Ton vn ie ~ a 











FOR RENT 
Established ladies’ shoe store on Fifth Ave- 
nue, New York, will rent —- floor for 
children’s shoe department. A 100% loca- 
tion and opportunity for ee 
The floor is now es for 
—_-. Elevator service. ddress D845, 
St. New York, N. Y 


F QRTY-TWwo by fifty feet in LIVE DE- 
PARTMENT STORE on Flatbush Avenue, 
Dee, 5 Y., near Church Avenue. 





spot in New York. Right man can sell 
ie "3 a hosiery 
ent less than $1.50 square foot. Permanent 


lyn, N. Y. Phone Mansfield S700 Ba 








HELP WANTED 
HIPPING CLERK. An opportuni resents 
S itself to a thoroughl mmm | men to 


take charge of shippin department ce a fast- 

retail shoe Organi with 

— yg in Ohio. "Give -* details in 
information 


first letter. All kept 
gic contdental Root Boy Bae. gre 
ton, Mass. 
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POSITION WANTED 


POSITION WANTED 





WANTED TO PURCHASE 








As a Volume Producer—As a Manag 
Men and as a Man This Sales Manag 
High Grade—and Available! 


Circumstances, from time to time, bring an exceptionally fine type 
of sales manager onto the market. This man is such a one. 


His personal character, ability, and energy are unquestioned and 


attested. 


record. 


His extensive experience in big volume sales is a matter of 


There is a volume production plant somewhere which will do well 
to investigate this man’s record at once. Address: 


D-841 
Boot and Shoe Recorder, 80 Federal St., Boston, Mass. 





er of 


er Is 








Volume Shoe Man 
Available 


What progressive manufacturer 
geared to handle volume business 
can use my services? I know 
shoes, both the production and 
selling ends—I know many of the 
largest buyers, having sold chain, 
wholesale and department store 
trade exclusively. My equipment 
entitles me to the consideration of 
any such manufacturer who is 
open. dress Key No. D-849, 
Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 








Expert on Credits 
and Modern Factory 
Organization 


This man offers you successful ex- 
perience in those executive factory 
positions where experience ‘is most 
valuable—Credit Management, han- 
dling mail orders in a million dollar 
annual volume, Contact Man _ be- 
tween factory and _ wholesalers, 
Catalog making—a wide acquaint- 
ance among retail merchants. 

His services are now available to 
some high grade shoe factory need- 
ing experienced executives. Ad- 
dress D-851, care Boot and Shoe 
eevee, 80 Federal St., Boston, 

ass. 





TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 














MERCHANTS’ NEEDS 











Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


seb wr 
Hee} 
ie 


i 


a 


Made in all styles 
to suit any shelving 
conditions. 


' 
‘paola 

AOR 

as 

a 

tee. 

weaber 

Wek 

gate 


Get our price before 
placing your order 


Milbradit 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 


al 





WR 
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POSITION WHE FED—Bemngemes of Re- 
tail Store Shoe Department by young 
man of } 4 and proven ability, age 
32, good style picker, can trim win- 
dows, prepare advertising, handle help and win 
yw Sg 
w my opportunity 
for advancement will be ter. Can qualify 
for any shoe position, go anywhere in the 
east and report at once. If you need a trained 
dependable experienced shoeman 
best of ones ogg write D-831, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 





FOR SALE 








FOR SALE 
A great sg | % be an established 
Shoe Store on 79th S' fastest ee 
a business district in Chicago 
Reasonable rent, long lease. New ‘puilding 
$4,000 stock. Reason for selling: Sickness. 
Address eare Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, 
Illinois. 











POSITION WANTED as Executive of your 
shoe store or shoe department. Thoroughly 
experienced. Excellent Northern reference of 
eleven years and three here. Thirty years of 
age. ‘ost Office Box 2744, Miami, Florida. 


FOR SALE—FEstablished Shoe Store, Shelv- 
ing and fixtures nearly new, two years’ lease, 
best location city of 10,000 in Wisconsin. Stock 
now being reduced, physical reason for selling. 
Address D-844, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 





POSITION WANTED—Shoe Buyer or De- 
partment Manager, Man of fifteen years’ 
eedaan men’s and women’s better grade 
y experience covers the shoe game 
from the ground up. Chicago, St. Louis and 

Aad » Ry 
ress . care an ecorder, 

80 Federal St., Sesten, Mass. 





BUSINESS OPPORTUNITY 















WHOLESALERS WANTED 
te ANN perfect Te aovelgone 
MOCCASIN shoes. Writ te fi for Books 
let or Sample. 

Manufactured by 
LYNN MOCCASIN Fog co. 
344 Broad Street, Mass. 





FOR SALE—Due to change of policy we will 
sell our one children’s store which is 
located on one of the main streets right off the 
corner from a Florsheim Store. This store has 
been showing a profit since it has been open. 
Well arranged, catering to good trade, carry 
lines such as Buster Brown and others for the 
tiny tots to the big boys and girls. 
fixtures will inventory about $6,000. 
windows. Rent reasonable. 

Shoe Stores, 59 E. Flagler St., 


Stock and 
Beautiful 
wen-Nankin 
Miami, Fila. 





Pol. SALE—Cash only. Shoe store in a 

Massachusetts town of about 6,500 

ly located. Stock about 

ak $60, heated. Address D-840, care 

‘oot and Shoe Recorder, 80 Federal St.. Bos- 
ton, Mass. 





The advertising pages of the Boot and Shoe 

constitute an almost inexhaustible 

source of information as to where and what 

to buy. are worthy of your closest 
attention. 

















Write for Yo of Window Fabrics 
Window Valances 


THE ‘HECHT FIXTURE CO. 
233 South Wells St. CHICACO 
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MERCHANTS’ NEEDS 





Window 
Decoration 


We will now serve our 
Patrons with a new line of 
the most attractive Imported 
and Domestic Roll Papers, 


etc., in season. 


Also Maker of 
Artistic Price and Sale Tickets 
Samples mailed free on request 


Emil Rublack 

Originator of Designs 
140-142 West Broadway 

Established 1903 § New York 








LABELS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 





H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices. 











a 
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Manchester Reports 
Increase in Volume 


MANCHESTER, N. H.—The rapid de- 
velopment of the shoe industry in this 
city during the past year is a source of 
great gratification to local business 
and industrial leaders. The city, orig- 
inally a men’s shoe city, has come to 
include nearly every type of shoe pro- 
duction successfully. 

T. Edward Mg 5 vice-presi- 
dent of the F. M. Hoyt Shoe Co., 
speaking recently before the Manches- 
ter Shoe and Leather Continuation 
School, traced the many changes that 
have been wrought in the manufacture 
of shoes in this city. The subject of 
his address was “New Life in an Old 
Industry.” 

The women’s branch of manufacture 
has received a great impetus during 
recent seasons, and the Manchester 
shoe district now numbers several of 
the East’s best known producers of 
women’s footwear. 





New Sandal Types to 
Be Made in Brockton 


BrockTon, Mass.—With his return 
from a European tour Harold C. Keith 
has brought with him from trade centers 
in Paris and elsewhere supplies of 
unique woven fiber and leather material 
which will be the basis of some novelty 
women’s shoes the Geo. E. Keith Com- 
pany plans to produce for early spring 
and summer demand next year. 

The material is in handsome colors 
of full color or contrast in blues, tasty 
browns and pastel shades, and will be 
made up mostly in sandal and strap 
effects. 

The women’s section of the Keith com- 
pany business continues brisk and the 
men’s business is beginning to pick up a 
bit after seasonal slackening. 


Connor with Pettis 


INDIANAPOLIS, IND. (UTPS)—F. E. 
Connor has recently come from 
Dubuaue, Iowa, to take charge of the 
shoe section of the Pettis Dry Goods 
Company. Mr. Connor has been iden- 
tified with the shoe business for some 
years and while in Dubuque was as- 
sociated with the firm of J. F. Stamp- 
fer & Company department store. Mr. 
connor announces some changes will 
be made after the first of January in 
the present location of the shoe sec- 
tion. 





Closes Out Larger Sizes 


Tutsa, Oxia. (UTPS)—A general 
clearance sale inaugurated y by 
the Kiddies Kute Shop of this city, 
marked a change of policy for that 


store. 
Heretofore, the shop has handled 


children’s shoes in sizes ra: up to 
-— at ‘ - a ee 

policy nothing an 
ay will be stocked. All shoes of 
the larger sizes have been advertised 
in the special clearance sale with a 
basic price of $1.98 a pair. 





George Treadwell Dead 





George M. Treadwell 


George M. Treadwell, western sales 
manager for The United Shoe Machin- 
ery Co. and one of the most popular 
members of the western trade, died 
suddenly at his home in Chicago on 
Saturday, Nov. 17. He was stricken 
while attending a football game in 
company with his daughter. 

Funeral services were held in Chi- 
cago on Nov. 19, the remains being re- 
moved to his boyhood home, Phelps, 
N. Y., for burial. 

Deceased was 52 years old, and is 
survived by his widow, two grown 
daughters and a young son. 

The Shoe and Leather Association of 
Chicago, in which Mr. Treadwell had 
long been an active worker and direc- 
tor, held a memorial meeting at Hotel 
Bismarck, Friday, Nov. 30, and passed 
the following resolutions: 

“Out from the fullness of our hearts 
and as members of the shoe, leather 
and allied trades of Chicago and the 
country at large, we give pause today 
‘in our labors to record our affection 
and esteem for George M. Treadwell, 
whose well-filled years of service in his 
every relationship endow us with heri- 
tage bright and lasting. 

‘For his fine ability, industry, in- 
tegrity and surpassing fortitude we 
shall ever admire his com mt, con- 
sistent career, and for his enduring 
love for others our hearts must ever 
react in kind. 


Spring Sampling Now 
Reported Well Under Way 


MANCHESTER, N. H.— Gradual im- 
provement in local shoe business is re- 
ported and shoe men are lining up their 
organizations for a new season’s run. 
Sampling of the new footwear is well 
under way. The reports from the big 
city markets are indicative of an early 
opening of new business. Strength- 
ening markets are contributing greatly 
to a more wholesome condition from 
the manufacturer’s point of view. 
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New Line for Shoe Store Windows 


Ask for Book No. 11E—Use your Stationery 


Tae Oscar OngEen 


No. 611 W. 4th St. 
Cincinnati, O. 





You probably have used equipment, shop-worn equipment, out-of-date 
models or products which you do not want but which some one else would 
be glad to get hold of at a price under the market. 

Classified Advertising in the BOOT AND SHOE RECORDER will 
move them quickly and economically. See Classified Section for Advertis- 






















The Boot and 


Serves in 


the progress of a — allied 





BOOT AND SHOE RECORDER 


Shoe Recorder 


1 
q 
F 


industries 
heir production and distribution 


In this Issue— 


Cut Out MEDIOCRITY.............. 


BRINGING THE MERCHANT INTO THE 
CLASSROOM 
Revitalizes Retail Associations. 


Rwow CHE FOOT 26. cc ccicvecesee 
A Short Course in Foot Anatomy. 


THE VOICE OF THE RECORDER....... 
Four MERCHANTS IN PARIS........ 


New MEtHops To Meet NEw Con- 
DITIONS 
Education for the Serious Minded. 


O. P. I. (OTHER PEOPLE’s IDEAS)... 
More Money Making Stunts. 

SEEKING THE SOURCES OF NET PROFIT 
A New Type Convention. 


TIME AND TANNING ...........+-. 
Both Are “Clicking” to the In- 
dustry’s Profit. 


bat 4 WHo SELLING SHOES ON THE 


ee 


News of the Travelers. 
SHOE MERCHANT NEWS ........... 
SHoe MARKET NEWS.............. 
OTHER REGULAR FEATURES. 


Clean Up and Paint Up........ 39 
Me IE FOND ice Kuch cceteacdees 40 
And Fit Shoes Better.......... 42 
Opinions of the Editor......... 44 
_And What They Think......... 46 
At the Chicago Convention..... 48 


By Harry R. Terhune......... 50 


At the M. A. S. R. A. Meeting. 52 


By Burt W. Roankin.......... 53 
By Helen M. Haney.......... 59 
About Retailers ........ccceses 65 
Among Manufacturers ....... 68 





GETTING MORE 
SHOES SOLD RIGHT 





THE BooT AND SHOE RECORDER PUBLISHING Co. 
80 FEDERAL STREET, BOSTON, MAss. 
BEVERIT B. TERHUNE, President 


WHLLAM, M. LEBRECHT 


GEORGE W. R. HILL 
President 


reasurer Vice- 
H. wath SCOTT B. C. BOWEN 
Vice-President Vice-President 
ARTHUR D. ANDERSON 
Secretary 
Directors of the corporation, in addition to 
the above- rs, are as follows: 


A. C. Pmarson 
Owzun A. THOMAS 


Hueco M. Bowzn P. 
CHARLEs H. FuRBER R. 











SUBSORIPTION RATES 


The subscription price of the Boor anpD SHos 
postage in the United States, its possessions, 
America (excepting 


FOREIGN SUBSCRIPTION—The price to all 


including 


ia 
it 
Te 
: 
i: 


Recorpmr is $8.00 for one year, which includes 
ta colonies and South 


Mexico, Spa 
Venezuela and the Guianas, which is $6.00). 


foreign countries ex 
postage. 





auth ween te ie take a 
through rise to send 





he old one, inclosing tf possible your 





Bntered as second-class matter Sept. 19, 15, 


the Post Office at New York, N. Y., 
3, 1879. 


Member of the Audit Bureau of Circulations 
, Associated Business ne. 


Member, A 











Papers, I: 








December . 1928 
A buying guide to 


BOOTS AND SHOES 


Allen-Edmonds Shoe Co., Belgium, Wis. . .54-55 
Ault-Shackford Shoe Co., Auburn, Me... .34-35 


Bancroft-Walker Co., Boston, Mass........ 9 
Berkshire Footwear Corp., Hollister, Mass. 72 
Best-Ever Slipper Co., In¢., Brooklyn, N. Y. 71 
Blue Ribbon Shoemakers, St. Louis, Mo... 26 


Blog Shoe Co., New York City.......... 70, 72 
Bond Shoe Co., New York City........... 7 
Brooks Shoe Mfg. Co., Phila., Pa....... 70, 72 


Churchill & Alden Co., Brockton, Mass., 
4th Cover 


So Pas 2 ee a Ree: 
8 


COP eee OOS POSE ECC eee eee eee eee ees) 


Cohen, Samuel, Shoe Co., Boston, Mass.... 70 
Colella & Leighton, Lynn, Mass.......... 7 


Commonwealth Shoe & Leather Co., Whit- 
ee at Rt A ee 68 


Elam, F. S., Shoe Co., Rochester, N. Y.... 72 
Emerson Shoe Mfg. Co., Rockland, Mass... 68 


Firestone Footwear Co., Hudson, Mass...14-15 
Fit Rite Overgaiter Co., Phila., Pa....... 66 


Freeman-Thompson Shoe Co., St. Paul, 
NE is ccc vas dab eB bedke tecbke Geeee 


Gold Seal, New York City................ 72 
Golo Slipper Co., New York City.......... 64 
Greeley, A. W., Co., Haverhill, Mass...... 66 
Green Shoe Mfg. Co., Boston, Mass........ 2 


os ~ tenn Shoe Co., Grand Rapids, 


Heywood Boot & Shoe Co., Worcester, Mass. 16 


Hood Rubber Co., Watertown, Mass., 


Front Cover 


we Shoe & Leather Co., Hunting- 
ton. 8 


Johansen Bros Shoe Co., St. Louis, Mo... 1 


Johnston & Murphy, Newark, N. J........ 21 
Merchants Shoe Co., Boston, Mass........ 25 
Miller Rubber Co., Akron, Ohio........... 27 
Mishawaka Rubber & Woolen Mfg. Co., 
PENG, TRG, ccc cccav decides cdcssvde 
Moran-Hermann-McManus, Inc., Auburn, 
Ps: Boeadecideddedude tydeoraneesecaaete 71 
Nettleton, A. E., Syracuse, N. Y.......... 68 
Packard, M. A., Co., Brockton, Mass...... 68 
Paristyle Footwear Mfg. Co., Ine., New 
ye PP yr sot ere rey Pty eee: 71 

















December 8, 1928 


Our Advertisers in 


Reynolds, Bion F., Brockton, Mass........ 69 
Rice-O’Neill Shoe Co., St. Louis, Mo.2nd Cover 
Richards & Brennan Co., Randolph, Mass.. 68 
Riemer, A. H., Shoe Co., Milwaukee, Wis.. 69 
Roth & Rosenberg Shoe Co., Phila, Pa.... 70 


Selby Shoe Co., Portsmouth, Ohio......... 38 
Smart, Bob, Shoe Co., Milwaukee, Wis.... 23 
Smith, Wm. Sumner, Chicago, Ill......... 70 
Stacy-Adams Co., Brockton, Mass......... 68 
Swan Shoe Co., Baltimore, Md............ 71 
Truitt Bros., Inc., Binghamton, N. Y...... 77 


LEATHER AND OTHER MATERIALS 
Beggs & Cobb Co., Brockton, Mass....... 72 
Creese & Cooke Co., Boston, Mass......... 72 


Evans, John R., & Co., Camden, N. J... .30-31 


Goodrich, B. F., Rubber Co., Akron, Ohio.18-19 
Graton & Knight, Worcester, Mass. .3rd Cover 


Ohie Leather Co,, Girard, Ohio........... 6 


Pfister & Vogel Leather Co., Milwaukee, 
WD iiand GV stud bbadeewhpacsbesecsctsébee 


Shaee Sis vised sonceSodaseectescceroe " 33 
Seton Leather Co., Newark, N. J......... 12 
Standard Kid Co., Boston, Mass.......... 5 
Thayer-Foss Co., Boston, Mass............ 3 
West Virginia Pulp & Paper Co., New - 


York City 


FINDINGS AND SHOE STORE SUPPLIES 


Goodwin, C. L., & Co., Ine., Worcester, 
DD. sbgda dad eed eater es eurecccveceers? 
Hecht Fixture Co., Chicago, Ill........... 75 


Heywood-Wakefield Co., Wakefield, Mase... 76 


Kawneer Co., Niles, Mich................. 28 


Milbradt Mfg. Co., St. Louis, Mo.......... 75 


Onken, Oscar, Co., Cincinnati, Ohio....... 77 


BOOT AND SHOE RECORDER 


this Issue 


Rublack, Emil, New York City............ 76 
Segall & Ce., Philadelphia, Pa............ 75 
Shoe Lace Co., Lid., Providence, R. I..... 60 


SHOE ORNAMENTS 
Cracovaner, New York City.............. 69 


French Beading & Novelty Co., Phila., Pa. 66 


Hy-Grade Slipper Supply Co., New York 
City 7 


Maison Mann, Inc., New York City....... 69 


Veith, A. & H., Inc., New York City...... 69 


MACHINERY, LASTS, MFRS.” SUPPLIES, 
DRESSINGS, ETC. 
Beckwith Mfg. Co., Boston............... 80 
Cahill Carton Co., Harrisburg, Pa........ 66 
Compo Shoe Mach. Corp., New Brunswick, 
PCIE nn dbEASovagpecetsescndigdite<sse4s 13 
Fenkart & Sons, Inc., Union City, N. J... 69 


Providence Braid Co., Providence, R. I.... 10 


United Fast Color Eyelet Co., Boston, Mass. 32 


Boston, 


United Shoe Machinery Corp., 
Mass 22, 26, 73 


— Koh-i-noor, Inc., Long Island City, 
= 36-37 


Wiechman Pattern Co., Cincinnati, Ohio.. 4 


MISCELLANEOUS 
Export Surplus Purchase Co., Inc., New 
SE Sika ceca bececrebatensoncecess 75 
Hotel Morrison, Chicago, Ill.............. 29 


Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 76 
Michaels-Tauber & Co., Chicago, Ill....... 64 


National Shoe Retailers’ Association, Chi- 
cago, Il. 


Penney, J. C., Co., New York City........ 58 





Vinternitz, Samuel L., & Co., Chicago, Ill. 64 














79 


ext @Week 


you will find 


in the 


Boot and Shoe 
R ecorder 














If customers 


IT the eyes first. 
were blindfolded shoes might be 
fitted better, but fewer pairs would 


be sold. It is the eye appeal of shoes 
that sells them. We show in a very 
ingenious manner fitting the eye first 
and harmonizing the foot to new 
lines and designs in footwear. This 
clever feature appears in next week’s 
issue. 


¢ HE test case at retail, in which 

over a hundred merchants co- 
operated, is scheduled for next 
week’s issue. The problem of the 
merchant in the case published in 
this week’s issue is solved by this 
grand jury of shoe men in next 
week’s issue. Don’t miss it. This 
was a noble experiment, attempted 
at the meeting of the Massachusetts 
Retail Shoe Merchants’ Association, 
to bring into association gatherings 
some new attraction, and we have 
found it in a sort of post-graduate 
school, superimposed on the invalua- 
ble training of the school of experi- 
ence. 
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HERE is a VULCO-UNIT 

Box TOE specifically de- 
signed for the correct shoe 
for any occasion — morning, 
afternoon or evening — for 

every hour of the day 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Goes in the World 
STATLER BUILDING, BOSTON 
Chicago, G. W. Kissy & Co. St: Louis, Wricut Guuman Co. Cincinnati, Geo. A. SpRiNGMEIER 


























